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Ten years ago, rapidly evolving communications technology ushered in a new era
filled with potential for global businesses like Wiley. More than 40% of our 1996
revenue was derived from outside the United States. Our Web site, wiley.com, was

a valuable new tool for doing business worldwide, and we had recently introduced
our second online STM journal. Wiley textbooks were being reviewed by professors
abroad to ensure their applicability in foreign markets, local-language publishing
initiatives were in place internationally, and our Asian business was growing
vigorously. We explored these opportunities in our 1996 Annual Report, Publishing
Without Boundaries.

Our vision, and the foundation we built to enable it, have served and continue to
serve our stakeholders and customers well. Through effective strategic planning and
operational excellence, we have made meaningful investments in content, technology,
acquisitions, and alliances. As we expand our presence around the world, we are
sharing content and capabilities across our organization to create products that serve
our customers better. We have created more new business models in the past five
years than in the previous 194 combined. As a result, we are providing more people

more access to more Wiley content than ever before.

Looking ahead, we see great opportunities for innovation and growth at the nexus
of technological, demographic, and market forces. We are capitalizing on these
opportunities through new interactions with customers.

As we approach our bicentennial, we are genuinely enthusiastic about Wiley's future.
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Asia is emerging as a dynamic market_\
_ for—and a vital source of —Wiley"
o - content for worldwide audiences. _

b

< -
s "L /
; )
| o
. !
~— ;
—_— :
— |
; -
}
i ! M
iy \
\ o
\
- N
o -
5
(g . S
S \
I "
{ \
k :
Ty
S AN
\\
\‘\n
7
/




Accent on Asia

With Asia emerging as both a dynamic market for — and a vital source of — content, we are
strengthening our regional publishing capabilities to enable more Asian authors to reach broader
worldwide audiences and to serve the increasing global demand for must-have content and
services. These efforts complement our strong Asian sales and marketing team and our existing
indigenous publishing programs.

We have established a new Scientific, Technical, and Medical (STM) publishing program in Asia
to augment our existing programs in the U.S., the UK., and Germany. Key editorial appointments
have been made in China, Japan, and Taipei, and we are increasing the number of Asia-based
editorial board members.

The launch by Wiley-VCH of Chemistry — An Asian Journal is an example of expanding our
relationships with scientific communities and scholarly societies; in this case, we are working with
the Asian Chemical Editorial Society (ACES), on behalf of the Chinese Chemical Society, the
Chemical Research Society of India, the Chemical Society of Japan, the Korean Chemical Society,
the Singapore National Institute of Chemistry and the Chemical Society Located in Taipei, and with
the support of the German Chemical Society.

We strengthened our existing Indian operations by completing the acquisition of Wiley Dreamtech,
our Indian joint-venture company. The newly integrated Wiley India Private Ltd. combines our
existing strengths in higher education and STM with a market-leading position in the professional
technology and computer book markets, and gives Wiley a strong distribution network encompassing
more than 500 booksellers and wholesalers throughout the country.
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Global coordination across our |
businesses isgnaking it possible for us
to serve n§w and adjacent markets.
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Leveraging Our Connections

We are capitalizing on the strong connections among our core businesses to deliver Wiley content into new and
adjacent markets. By drawing on content from across the Company, we are able to develop learning materials that
serve diverse student populations. Many students have jobs, families, and other commitments, and colleges are
increasingly offering new subjects, certification programs, distance learning, and shorter semesters to accommodate
them. Our new series, Wiley Pathways, helps instructors address the diversity of learners and their need for flexibility.
Written primarily for community and career colleges in growth areas such as business, technology, allied health, and
emergency management, these books use clear, everyday language in an uncluttered format to create an effective and
satisfying learning experience.

We are also offering new approaches to subjects that make successful texts more accessible to a wider range of
students. Jenkins/Kemnitz/Tortora/Anatomy and Physiology expands our market-leading Tortora franchise, by helping
students “see the forest through the trees” with concept modules, case studies, and a companion content and activity
DVD, while opening the door to the allied health market. In Canada, WileyPLUS™, our multi-format suite of teaching
and learning materials, is helping us gain a strong entry into the teacher training market with the new Jordan/intro-
duction to Inclusive Education. Created from the ground up to tap WileyPLUS’s rich online content delivery, Introduc-
tion to Inclusive Education includes elementary and secondary “In the Classroom” video clips of effective teaching
practices, along with interactive exercises, case studies, text, and other resources. By making the next generation of
teachers aware of WileyPLUS's powerful capabilities, we are also positioning it for additional learning applications
with a particular focus on high school distance learning in remote areas.

We initially launched our bestselling Su Doku For Dummies in the UK., where the craze for the Japanese number
puzzles first took hold. By closely coordinating our global marketing and production capabilities, we were able to
parlay that success rapidly into a best-selling performance in the U.S. as well, with strong sales also reported in
Canada and Germany.

Our Professional/Trade and Higher Education businesses have collaborated to deliver learning materials
into the workplace for reference use. PricewaterhouseCoopers has licensed an electronic version of Kieso/
Weygandt/Warfield/Intermediate Accounting, 11e, for hosting on their corporate intranet; thousands of their
assurance and audit professionals can search the entire text on a topic and copy and paste excerpts into their
business cases.
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Solutions Driving Outcomes

Wiley is delivering content directly into customers’ workflows through dynamic value-added interactive tools
that enable people to achieve their educational and professional objectives. To assist physicians with treatment
decisions, Wiley publishes evidence-based medicine (EBM) content based on randomized clinical trials, and Web-
based search tools. To expand our presence in this growing field of clinical practice, Wiley acquired InfoPOEMs,
Inc., a leading EBM company and provider of POEMs (Patient-Oriented Evidence that Matters). POEMs, which
are daily summaries of medical research that are selected from over 100 leading peer-reviewed journals and
graded for validity and relevance to patient outcomes, are accessible via desktop computers and at the point of
care through personal digital assistants (PDAs). They are also available in a searchable database for clinical use.
Approximately 25% of U.S. physicians now receive POEMs as the result of an agreement that Wiley signed with
Epocrates, a prominent medical information and technology company.

WileyPLUS provides an integrated online teaching and learning experience for higher education, with each
product combining digital text with resources for instructors and students alike. Homework is graded automati-
cally, with immediate feedback to students. WileyPLUS is making a difference: 85% of students surveyed reported
that it improves their understanding, makes learning easier, and helps them achieve a better grade, and professors
have noted that students stay more on task and are better prepared for class. Embraced by our North American
markets, WileyPLUS is gaining traction overseas, and we are developing opportunities for it in the professional
and training markets, using its underlying technology to deliver a custom-developed pain management course
online for a pharmaceutical client.

Another Wiley product that harnesses technology to streamline the gathering and parsing of information is
the Web-based version of the Leadership Practices Inventory (LPI), the evaluation and feedback component of our
highly successful Kouzes/Posner/Leadership Challenge franchise. It is an ideal application of online functionality,

completely automating manual processes associated with the print-on-paper version.
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Let 1t Flow

We are tapping new revenue streams by interacting with customers in new ways. For
decades, travelers have depended on the expert content of Frommer's™ travel guides.

Now there are alternate routes to that content; Frommers.com offers travel information
and trip-planning advice to millions of online visitors each month, reinforcing our market-
leading brand and promoting guidebook sales, while generating rapidly-growing revenue
from three sources. The largest share derives from advertising, in the form of display ads,
email newsletter sponsorships, and contextualized sponsored links placed through the
Google AdSense program. We also license branded Frommer’s content to popular Web
sites like Orbitz.com and Hyatt.com, and offer the “Book a Trip” feature on Frommers.com
pages with trusted partners like Travelocity and Hotels.com.

We are leveraging our successful society partnerships to build a portfolio of controlled-
circulation (advertising-driven) publications, often in conjunction with our subscription-
based, peer-reviewed journals. Wiley recast the Society of Hospital Medicine’s newsletter,
The Hospitalist, as a controlled-circulation news magazine complementing the new peer-
reviewed Journal of Hospital Medicine; acquired the controlled-circulation journal Dialysis
& Transplantation; and reached an agreement with the American College of Rheumatology
to launch another news magazine, The Rheumatologist, to accompany the existing peer-
reviewed Arthritis & Rheumatism and Arthritis Care & Research. We launched the new
controlled-circulation German-language Optik und Photonik, as well as a Chinese-language,
controlled-circulation digest version of Hepatology, a leading peer-reviewed journal we
publish for the American Association for the Study of Liver Diseases.

Our global Healthcare Solutions Team is working proactively with pharmaceutical
industry clients to identify creative ways in which the full spectrum of Wiley content and
services can meet their needs. In addition to custom print and digital marketing collateral
derived from our peer-reviewed journals and academic works, we are providing them
such offerings as Diabetes For Dummies for distribution to general practitioners to use
in patient education, and an online pain management course for pharmacists. We are also
capitalizing on opportunities for our Kouzes/Posner and Lencioni leadership franchises

in their training programs.
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All Wiley, All the Time

Wiley is developing new capabilities to assemble integrated custom electronic and print
packages from our deep reservoir of content. For more than a decade, custom publishing
has been a vital and growing business, with offerings ranging from customized For Dummies
titles for corporations to higher education products that combine selected textbook
chapters with journal articles, case studies, and customer-supplied content.

Now we're taking it to the next level. Discover Wiley and Content Technology
are current initiatives that will enable, in the not-too-distant-future, a vision we call
‘All Wiley, All the Time,” in which a sales representative meeting with a client at a
corporation, university, or research institution can search online and offer any desired
combination of our content, complete with pricing, within minutes. A recent pilot
project with a group of customers from the telecommunications industry made approxi-
mately 25,000 pages available from books, journals, and encyclopedias, all searchable
and selectable down to the paragraph level for composition into custom products.
The customers saw strong potential in using Wiley content in this way, both to create
training courses and to manage standards documentation, and we are now working with

them to develop a prototype business model.
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Financial Highlights

For the fiscal years ended April 30 2006 2005 % Change
REVENUE $ 1,044,185,000 $ 974,048,000 7%
OPERATING INCOME $ 152,679,000 $ 141,381,000 8%
NET INCOME
Adjusted? $ 96,076,000 $ 91,317,000 5%
GAAP $ 110,328,000 $ 83,841,000 32%

EARNINGS PER DILUTED SHARE

Adjusted?® $ 1.61 $ 1.47 10%

GAAP $ 1.85 $ 1.35 37%
RETURN ON EQUITY

Adjusted? 24% 21% —

GAAP 28% 20% —
DIVIDENDS PER SHARE

Class A Common $ 0.36 $ 0.30 20%

Class 8 Common $ 0.36 $ 0.30 20%

a) The adjusted amounts above exclude a $7.5 million, or $0.12 per diluted share, tax accrual recorded on the repatriation of dividends
from European subsidiaries in the fourth quarter of fiscal year 2005. On May 10, 2005, the U.S. Internal Revenue Service issued Notice
2005-38. The notice provided for a tax benefit, which was recorded by the Company in the first quarter of fiscal year 2006, that fully
offset the tax accrued by the Company on foreign dividends in fiscal year 2005. Neither the first quarter fiscal year 2006 tax benefit
nor the corresponding fourth quarter fiscal year 2005 tax accrual had a cash impact to the Company. In addition, for the twelve-month
period ending April 30, 2006, the adjusted amounts above also exclude a $6.8 million, or $0.11 per diluted share, tax benefit recorded in
fiscal year 2006 related to the settlement of certain matters with tax authorities.

b) The amounts reported for fiscal year 2004 exclude a net tax benefit of $3.0 million, or $0.05 per diluted share, related to the resolution
of certain state and federal tax matters and an adjustment to accrued foreign taxes.

¢) In the fourth quarter of fiscal year 2002, Wiley finalized its commitment to relocate the Company’s headquarters to Hoboken, N.J. The
relocation was completed in the first quarter of fiscal year 2003. These amounts exclude unusual charges for costs associated with the
relocation of approximately $2.5 million pretax, or $0.02 per diluted share, in fiscal year 2003, and $12.3 million pretax, or $0.12 per
diluted share, in fiscal year 2002.

d) The amounts reported for fiscal year 2003 exclude a nonrecurring tax benefit of $12 million, equal to $0.19 per diluted share, resulting
from a corporate reorganization that enabled the Company to increase the tax-deductible net asset basis of certain European subsid-
iaries.

e) Fiscal Year 1998 excludes a gain from the sale of the U.S. law publishing program of $21.3 million, or $12.2 million after tax equal to
$0.19 per diluted share.

Note: The Company’s management evaluates performance excluding unusual and/or nonrecurring events. The Company believes excluding
such events provides a more effective and comparable measure of performance. Since the adjusted amounts are not measures calculated

in accordance with GAAP, they should not be considered as a substitute for other GAAP measures, including net income and earnings per

share, as an indicator of operating performance. See the reconciliation of non-GAAP financial disclosures in the Management's discussion

and analysis section on page 17 of the Company's 2006 annual report on form 10-K.

GAAP = U.S. Generally Accepted Accounting Principles CAGR = Compound Annual Growth Rate
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To Our Shareholders: As Wiley approaches its bicentennial
in 2007, we are pleased to report that our Company reached
another significant milestone in fiscal year 2006: revenue of
$1 billion. By virtually all measures, it was a landmark year,
with Wiley achieving record revenue, operating income, and
earnings per share. Full-year revenue increased 7% to $1,044
million, or 8% excluding foreign currency effects. Operating
income of $153 million advanced 8%, or g% excluding foreign
currency effects. Earnings per diluted share of $1.61 rose 10%,
excluding certain tax adjustments noted below.
Once again, the Company generated strong free cash flow in fiscal year 2006, which we used to buy back 2.8 million
shares of Class A common stock; acquire publishing assets in several transactions aggregating to $31 million; pay out $21
million in cash dividends to shareholders; and pay down $33 million in debt.

The Company recorded a tax benefit of approximately $7.5 million, or $o.12 per diluted share in the first quarter
of fiscal year 2006 and reduced income taxes due on the fiscal year 2005 repatriation of earnings from its European sub-
sidiaries. The tax benefit offsets a tax charge of $7.5 million recorded in the fourth quarter of fiscal year 2005,

neither of which had a cash impact to the Company. A $6.8 million tax benefit, or $0.11 per diluted share, related
to the settlement of certain tax matters, was also reported for the full year ending April 30, 2006.
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BUILDING ON WILEY'S STRENGTHS

The strong year-on-year revenue and operating income
growth was driven by all of Wiley’s global businesses,
Professional/Trade; Scientific, Technical, and Medical;
and Higher Education.

Professional/Trade (P/T): With leading positions in
targeted consumer and professional categories, Wiley's P/T
business possesses an impressive collection of global brands,
including For Dummies, Frommer’s, Betty Crocker, Pillsbury,
CliffsNotes, |. K. Lasser, Jossey-Bass, Pfeiffer, Wrox, Webster's
New World, and Sybex, among others.

Revenue growth of our U.S. P/T business accelerated
throughout fiscal year 2006, culminating in a strong fourth
quarter. Revenue for the full year advanced 9% to $380 mil-
lion, while the fourth quarter’s revenue reached a record $106

million. Direct contribution to profit was up 5% for the year.
p P5 Y

Growth was driven by all of Wiley’s global
businesses, Professional/Trade; Scientific,
Technical, and Medical; and Higher Education.

The improvement in top-line results was partially offset by
higher cost of sales due to product mix. Global P/T revenue
increased 9%.

Virtually all of P/T’s publishing categories and sales chan-
nels contributed to the strong results, with standout perfor-
mances by the technology, business, finance, leadership, and
architectural programs, as well as global rights and Web site
advertising. The Sybex acquisition and the popularity of the
Su Doku For Dumimies series by Andrew Heron and Edmund
James helped to deliver the record-setting results. Best-sellers
during the year also included Greenblatt/The Little Book That
Beats the Market; Weight Watchers New Complete Cookbook;
Betty Crocker Cookbook; Biggs/Hedgehogging; Lencioni/Five

50
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Dysfunctions of a Team and Silos, Politics, and Turf Wars; and
Masterson/Automatic Wealth.

The expansion of Wiley Europe’s portfolio opened new
markets and customer groups. The technology channel exhi-
bited strong growth throughout the year with a series of
agreements with major telecommunications corporations. A
new series, Frommer’s Day by Day, and the first Frommers.com
Podcast successfully extended this key brand in the UK.

The power of the For Dummies brand was evidenced by the
publication of a six-figure print run of a custom mini-book for
the World Cup, Winning on Betfair For Dummies. The German
For Dummies program published 51 new titles and 49 reprints
during the year. Wiley Canada added to its indigenous P/T
program by becoming a key publisher in the regional real
estate markets, adding a number of new titles in real estate
investing, home inspection, property management, tax, and
other subcategories.

P/T strengthened its competitive position during the year
by adding to its impressive collection of brands and fran-
chises. Acquisitions completed during the fiscal year included
substantially all the publishing assets of Sybex Inc., a global
technology publisher; Fernhurst Books, a best-selling list of
manuals and guides on sailing, boating, and other nautical
sports; and the remaining outstanding shares of Wiley Asia's
joint venture, Wiley Dreamtech (India) Private Ltd. The latter
is an important step in the Company’s plans to grow our
presence in India’s rapidly growing markets by extending
our sales and marketing reach and building local publishing
capabilities. Wiley acquired a majority interest in Dreamtech
in 2001 as part of our highly successful acquisition of Hungry
Minds, Inc.

P/T also forged partnerships to meet new and existing
needs in markets around the globe, branching out into rap-
idly growing areas such as certification and teacher training.
More than 8co articles were adapted from For Dummies text
for licensing with Yahoo Tech, a new Web site that provides




consumers advice and information on technology. Another
agreement with Microsoft® was signed to license content from
seven of Wiley’s top cookbooks. We are partnering with the
Institute of Financial Planners of Hong Kong to create a suite
of learning materials for students seeking Certified Financial
Planner certification, to be distributed through the Institute.
Wiley is also working with CFA Institute, a global organiza-
tion of investment practitioners and educators that awards
the Chartered Financial Analyst designation, as its exclusive
publishing partner for a series of finance books for both uni-
veérsity and professional markets. The first seven titles of the
Securities and Investment Institute series were published.

Scientific, Technical, and Medical (STM): STM is in-
creasingly an online business through Wiley InterScience, a
profitable global enterprise through which researchers, librar-
ians, students, and professionals access our journals, major
reference works, books, and databases. STM’s products and
services are also available in print.

Wiley’s U.S. STM business delivered consistently excellent
results throughout fiscal year 2006, growing revenue over
prior year by 8% to $206 million. Direct contribution to profit
also rose by 8% for the year.

Subscription and non-subscription revenue from journal
backhles, advertising, and commercial reprints contributed
significantly to these results. The reference book program
completed its second year of strong growth driven by strong
title output and global market strength. STM also benefited
from recent acquisitions of Dialysis and Transplantation, a
medical journal, and InfoPOEMs, a provider of evidence-based
medicine content that is delivered online at the critical point
of care.

Global STM revenue increased 7% with books and
journals, online and in print, performing well in virtually
all regions and markets. Wiley Europe’s new journals small
(an interdisciplinary journal on nanoscience and nanotechnol-
ogy); ChemMedChem; and the Biotechnology Journal all
performed well. Chemistry - An Asian Journal, published

through an alliance between Wiley-VCH, the German

Chemical Society, and several major Asian chemical societies,
gained traction during the year as new societies signed on,
including The Singapore National Institute of Chemistry
and the Chemical Society Located in Taipei.

Wiley InterScience (www.interscience.wiley.com), reached
a milestone with more than one million journal articles avail-
able online. Launched commercially in January 1999, Wiley
InterScience is a leading international resource for quality
content promoting discovery across the spectrum of scien-
tific, technical, medical, and professional endeavors. Wiley
InterScience has built its reputation by regularly adding new
content and functionality; offering sophisticated search and
navigation capabilities; and providing robust online manu-
script submission and management tools.

Today, Wiley InterScience features must-have content from
more than 2,500 journals, books, reference works, databases,
laboratory manuals, and the Cochrane Library, which is the
world's best-known resource for evidence-based medicine.
More than half of Wiley’s journals on Wiley InterScience
are digitized back to Volume 1, Issue 1 as part of the journal
backfile initiative. When the initiative is completed in 2007,
in conjunction with Wiley’'s bicentennial, Wiley InterScience
will be one of the largest archives of its kind, with content
dating back to 1799 and over 1.5 million articles of scientific
and scholarly research.

The value of this growing body of literature to the global
research community can be quantified in the concurrent
increase in the number of users, as well as the number of
manuscripts submitted for publication. In fiscal year 2006,
STM in the U.S. received approximately 9% more journal
manuscripts and published 8% more journal pages than the
previous year. During the fourth quarter, over 16 million vis-
its to Wiley InterScience were recorded, representing a 30%
increase over the same period in the previous year. In addi-
tion, more people gained access to Wiley InterScience by

taking advantage of alternate purchasing programs, such as
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Pay-Per-View, which began offering individual article sales
this year from the growing backfile collection. At the end
of the fiscal year, Wiley participated with Microsoft in the
launch of the Windows Live Academic Search pilot, which
improves the search capabilities of journal content from
Wiley and ten other major STM publishers.

The Cochrane Library, an evidence-based medicine
collection available in print and online, finished the year
strongly, reflecting Wiley's ability to increase revenue through
the Company’s multiple sales channels. To extend Wiley's
product offering in evidence-based medicine, Wiley Europe
and Duodecim Medical Publications Limited of Helsinki,
Finland, announced an expanded agreement to grant Wiley
the exclusive publishing, sales, and distribution rights of
its English-language version of Evidence-Based Medicine
Guidelines (EBM Guidelines), available for delivery via the
Internet and through Personal Digital Assistant devices.

Important publications included the inaugural issue of
a pharmaceutical-company sponsored Chinese-language digest
version of Hepatology; the Physics and Astronomy Buckfile,
which includes the oldest journal published by Wiley, Annalen
der Physik, founded in 1799; the first issues of the journal
of Hospital Medicine; and the redesigned Annals of Neurology.
Also released were the second edition of Encyclopedia of
Inorganic Chemistry, edited by R. Bruce King; the new 18
edition of the Merck Manual; and the 8™ edition of The Wiley
Registry of Mass Spectral Data.

Higher Education: Wiley is a leader in courses in the
sciences, engineering, computer science, mathematics, busi-
ness and accounting, statistics, geography, hospitality, and the
culinary arts, with a growing presence in modern languages,
psychology, and education. The higher education market is

increasingly becoming an online business as instructors and
students are making greater use of the Web and WileyPLUS,
our multi-format suite of teaching and learning materials.

The Company’s U.S. Higher Education business increased
4% to $156 million in fiscal year 2006. Higher Education’s
direct contribution to profit for the year improved $2 million
over the prior year period.

The mathematics, life sciences, engineering, and computer
science programs performed well during the quarter and
year, with strong showings by Tortora/Derrickson/Principles
of Anatomy and Physiology, 11e; Black/Microbiology, 6e;
Voet/Voet/Pratt/Fundamentals of Biochemistry, ze; Hughes-
Hallett/Calculus, 4e; Anton/Bivens/Davis/Calculus, 8e;
Munson/Young/Okiishi/Fundamentals of Fluid Mechanics, se;
and Horstmann/Big Java, 2e.

Global Higher Education revenue was up 5% during the
year. Strong performances in Canada, Asia, and Australia
contributed to these results.

WileyPLUS continued to gain traction during fiscal year
2006, as more students and faculty around the world chose
to use its customizable multi-format content and suite of
teaching and learning tools to help them do homework, study
for tests, assess coursework, and administer classes. During
the fiscal year, the number of adoptions and units sold
worldwide increased significantly over the previous year.
Considerable success was achieved in Canada with the sale
of WileyPLUS, demonstrating the product’s global appeal.
The number of titles available with WileyPLUS in Canada
more than doubled from fiscal year 2005, giving the sales
force opportunity to sell it into more course areas.

Wiley has developed a wider array of products at varied
price points. The Company is now offering about go titles
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in Wiley Desktop Editions, which are in downloadable e-text
format, for students who want lower-priced versions of
textbooks. Desktop Editions are produced in partnership with
VitalSource Technologies, Inc.

Soon after the end of the fiscal year, Wiley became
Microsoft’s sole publishing partner worldwide for all
Microsoft Official Academic Course (MOAC) materials,
for use in the increasing number of college courses that train
and certify students in Microsoft technologies. Wiley will
collaborate with Microsoft on a new co-branded series of
textbook and e-learning products, and will sell existing MOAC
titles. All titles will be marketed globally and available in
several languages. With Microsoft’s position as the world’s
leading software company and Wiley's global presence in
higher education, the alliance is an ideal strategic fit.

The Company also extended its global alliance with the
National Geographic Society (NGS) to create new products
sold exclusively with Wiley textbooks and WileyPLUS. We
will incorporate NGS’s superb images, maps, videos, and text
into our groundbreaking new Wiley Visualizing series of
higher education textbooks and digital teaching and learning
materials in a unique way that enhances the learning process.

PAST, PRESENT, AND FUTURE: A STEADY COURSE
We began this Annual Report with a reference to 1996,
when the current wave of communications technology in-
novations was beginning to swell, to showcase Wiley’s steady
navigation through a period of rapid change. A decade ago,
we were quick to see what was on the horizon. As a result

of careful planning and skillful execution, Wiley delivered
record-setting results throughout the decade. The Company
is now well-positioned for the next set of challenges and
opportunities. The initial section of this report presents some
of the Company’s current initiatives, ’

Looking ahead, we see great opportunities for innovation
and growth at the nexus of technological, demographic, and
market forces. We are capitalizing on these opportunities
through new interactions with customers.

Next year, Wiley will celebrate 200 years of publishing.
Wiley has thrived because of our competitive strengths,
including highly regarded global brands and must-have
content; our ability to adapt and innovate to serve customers
better; and an etfective blend of long-term vision and
operational excellence.

Wiley’s greatest strength, however, is our unique culture,
which enables us to attract and retain an extraordinary team
of committed and creative colleagues. The strength of Wiley's
culture has been validated in many ways over the past year.
In a recent survey, to which 97% of our colleagues around
the world responded, they identified commitment, trust and
respect, and teamwork as characteristics that distinguish
Wiley. In addition, for the second consecutive year, Wiley
was recognized by FORTUNE magazine in its list of 100 Best
Companies to Work For. For the first time, Canadian Business
magazine named Wiley Canada to its 2006 list of the Best
Workplaces in Canada. Wiley Australia was once again named
Secondary Publisher of the Year by the Australian Publishers
Association and Higher Education Publisher of the Year
by the Australian Campus Booksellers Association. Wiley
Australia was also awarded for the fifth consecutive year
the “Employer of Choice for Women” citation by the Federal
Government's Equal Opportunity in the Workplace Agency.

We are proud of our Company’s success and look forward,
with enthusiasm and confidence, to reaching new heights
next year and beyond.

Sincerely,

William J. Pesce
President and Chief Executive Officer

r/%%% bl

Peter Booth Wiley
Chairman of the Board
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The Wiley Vision

John Wiley & Sons, Inc., aspires to be a valued and respected provider of products
and services that make important contributions to advances in knowledge and

understanding, a role that is essential to progress in a healthy and prosperous society.
While fulfilling this role, we strive to build lasting, collaborative relationships with

all of our stakeholders. We are dedicated to sustaining Wiley’s performance-driven

culture, which requires our unwavering commitment to the highest standard of

ethical behavior and integrity in everything we do.

MISSION

Wiley provides must-have content and services to profes-
sionals, scientists, educators, students, lifelong learners, and
consumers worldwide. Wiley is dedicated to serving our
customers’ needs, while generating attractive intellectual
and financial rewards for all of our stakeholders — authors,
colleagues, partners, and stockholders.

VALUES

Founded in 1807, during the presidency of Thomas
Jefferson, Wiley has evolved into one of the world’s most
respected publishing companies. We strongly believe in

the enduring value of collaborative relationships, built on

a solid foundation of trust and integrity. We strive to be the
very best at all that we do, which strengthens our competitive
position and results in consistently strong performance.

Wiley’s strength is based on the efforts and accomplishments
of a diverse group of people who are distinguished by their
integrity, creativity, talent, initiative, and dedication.

We are responsible to our customers, who rely on the
quality of our products and services to meet their needs.
Service must be prompt and efficient and prices should
be reasonable.

We are responsible to our authors and partners, who
collaborate with us to create high-quality products and
services, and who deserve appropriate recognition and
compensation for their efforts.

We are responsible to our colleagues, whom we respect
as human beings first, professionals second. We must
provide a reasonable sense of security, pleasant and
safe working conditions, fair compensation and benefit
programs, and opportunities for professional growth.

We are responsible to our shareholders, who should real-
ize a fair return on their investments. Investors can rely

on a highly capable leadership team and an independent
Board of Directors distinguished by their commitment to

effective governance, ethical behavior, and integrity
in all that we do.

+ We are responsible to the communities in which we
work. These communities should benefit from our good
citizenship, including our support of educational and
cultural organizations.

GOALS AND STRATEGIES
Wiley has achieved superior results and continues to grow
by focusing on three overarching goals:

« Building long-term relationships with our customers
« Increasing profitability, cash flow, and return on investment

« Enhancing Wiley’s position as “the place to be” for all of
our stakeholders.

We are realizing these goals through the following strategies:

* Exploiting our global positions and brands by collaborat-
ing across our organization and constantly striving to
improve the quality of our products and services around
the world

Capitalizing on the connections among our core businesses
— Professional/Trade; Scientific, Technical, and Medical;
and Higher Education — to better serve customers and
drive growth

Pursuing partnerships and alliances with highly regarded
organizations to add content, services, and capabilities to
our portfolio

Building on our successful track record with acquisitions
by consummating transactions that are strategic and
financially responsible, and executing our integration
plans effectively by adhering to a best practices approach

Leveraging our investments in technology to create value
for our customers, facilitate communication with our
stakeholders, and increase productivity throughout

the Company.
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PROFESSIONAL/TRADE

PRODUCTS Books, journals, and information services in all media. Subject areas include business,
technology, architecture, professional culinary, psychology, education, travel, health, religion, consumer
reference, pets, and general interest.

CUSTOMERS Professionals, consumers, and students worldwide.

DISTRIBUTION Multiple channels globally, including major chains and online booksellers, independent book
stores, libraries, colleges and universities, warehouse clubs, corporations, direct marketing, and Web sites.

BRANDS/FRANCHISES For Dummies, Jossey-Bass, Frommer's, Betty Crocker, Pillsbury, CliffsNotes,
Webster’'s New World, Visual, Howell Book House, J.K. Lasser, Unofficial Guide, Pfeiffer, Wrox, Architectural
Graphic Standards, Capstone, Wrightbooks, Audel, Sybex, Whurr, Fernhurst.

STRATEGIES
Enhance core publishing categories through organic growth and acquisition.

Maintain and expand strategic alliances and franchise products.

Develop and grow industry-leading brands.

Manage key accounts globally to increase sales.

Leverage the Internet for online sales, advertising revenue from branded Web sites,
and content licensing opportunities.

Expand electronic publishing activities, prioritizing key franchises, alliances, and brands.

« Expand custom and proprietary publishing activities.
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SCIENTIFIC, TECHNICAL, AND MEDICAL

PRODUCTS Journals, encyclopedias, books, online and in print, and related database services in the
physical and life sciences, chemistry, medicine, statistics and mathematics, electrical and electronics
engineering, and telecommunications, in all media.

CUSTOMERS Academic, corporate, government, and public libraries; researchers; clinicians; engineers
and technologists; students; and professors worldwide.

DISTRIBUTION Multiple channels including libraries, library consortia, subscription agents, bookstores,
online booksellers, and direct sales to customers.

BRANDS/FRANCHISES Wiley, Wiley InterScience, Wiley-VCH, Wiley-Liss, InfoPOEMSs.

» Make Wiley's content and services more accessible online via Wiley InterScience.

STRATEGIES .
« Continue to partner with medical, scholarly, and professional associations. ‘ 3;
§Z
« Expand Wiley's content portfolio and enhance it with additional tools and services to improve - | Eg I’
researchers’ and professionals’ productivity. ;=§ ;g

« Establish collaborations with online enterprises that add value to Wiley InterScience.
« Continue to build Wiley's program of advertising-supported publications.

« Continue to grow Wiley's business in Asia, adding new customers, authors, and publishing programs.

JOURNAL o RESEARCH
« SCIENCE TEACHING

i

Evidence-Based Medicine :
Guidelines :

PLODECGIN

e
ind pubicanton o

& WILEY

Searh Hie Web 0ok ol

hSp.com‘
pySLY n

HOME FAQ LOGIN JOIN US

o srivorg R Wisy-nterncencs

Cfimsge ot e Ddy
The Last Moos Shot
NASA oo of the
o3y




HIGHER EDUCATION

PRODUCTS Educational materials in all media for two- and four-year colleges and universities, for-profit
career colleges, and advanced placement classes.

CUSTOMERS Undergraduate, graduate, and advanced placement students, educators, and lifelong
learners worldwide.

DISTRIBUTION Multiple channels including college bookstores, online booksellers, and direct sates
to customers.

BRANDS/FRANCHISES Wiley, Wiley/Jossey-Bass, WileyPLUS, Wiley Desktop Editions, Wiley Visualizing,
Business Extra Select, Wiley/MOAC, Jacaranda.

STRATEGIES
« Grow leadership position in key content areas.

« Develop and promote products, services, tools, and business models that deliver value to our customers
and influence Wiley brand loyalty.

Expand the market penetration and reach of WileyPLUS.

Offer our products in a variety of formats, both print and electronic, to appeal to different customers.

Leverage partnerships for expansion into new markets and fields.

Further expand our custom publishing business.

Increase sales of Higher Education products into non-traditional college channels, including career
colleges, advanced placement classes, and continuing education.

Grow Higher Education worldwide through adaptations and indigenous publishing.
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Corporate Governance Principles

To promote the best corporate governance practices, john Wiley & Sons, Inc,,

adheres to the Corporate Governance Principles set forth at the Corporate Governance
section on wiley.com and in the Company’s Proxy (online at http://www.wiley.com/
go/communications). The Board of Directors and management believe that these
Principles, which are consistent with the requirements of the Securities and Exchange
Commission and the New York Stock Exchange, are in the best interests of the
Company, its shareholders, and other stakeholders, including colleagues, authors,
customers, and suppliers. The Board is responsible for ensuring that the Company
has a management team capable of representing these interests and of achieving
superior business performance.
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Hem 1.

Business

The Company, founded in 1807, was incorporated in the state of New York on January 15, 1904. (As used
herein the term “Company” means John Wiley & Sons, Inc., and its subsidiaries and affiliated companies,
unless the context indicates otherwise.)

The Company is a global publisher of print and electronic products, providing content and solutions to
customers worldwide. Core businesses produce professional and consumer books and subscription
products; scientific, technical, and medical journals, encyclopedias, books, and online products; and
textbooks and educational materials, including integrated online teaching and learning resources, for
undergraduate and graduate students, teachers and lifelong learners. The Company takes full advantage of
its content from all three core businesses in developing and cross-marketing products to its diverse customer
base of professionals, consumers, researchers, students, and educators. The use of technology enables
the Company to make its content more accessible to its customers around the world. The Company
maintains publishing, marketing, and distribution centers in the United States, Canada, Europe, Asia, and
Australia.

Further description of the Company’s business is incorporated herein by reference in the Management's
Discussion and Analysis section of this 10-K.

Employees
As of April 30, 2006, the Company employed approximately 3,600 persons on a full-time basis worldwide.

Financial Information About Industry Seaments

The note entitted “Segment Information” of the Notes to Consolidated Financial Statements and the
Management's Discussion and Analysis section of this 10-K, both listed in the attached index, are
incorporated herein by reference.

Financial Information About Foreign and
Domestic Operations and Export Sales

The note entitled “Segment Information” of the Notes to Consolidated Financial Statements and the
Management's Discussion and Analysis section of this 10-K, both listed in the attached index, are
incorporated herein by reference.
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PART |

item 1.

Business

The Company, founded in 1807, was incorporated in the state of New York on January 15, 1904. (As used
herein the term “Company” means John Wiley & Sons, Inc., and its subsidiaries and affiliated companies,
unless the context indicates otherwise.)

The Company is a global publisher of print and electronic products, providing content and solutions to
customers worldwide. Core businesses produce professional and consumer books and subscription
products; scientific, technical, and medical journals, encyclopedias, books, and online products; and
textbooks and educational materials, including integrated online teaching and learning resources, for
undergraduate and graduate students, teachers and lifelong learners. The Company takes full advantage of
its content from all three core businesses in developing and cross-marketing products to its diverse customer
base of professionals, consumers, researchers, students, and educators. The use of technology enables
the Company to make its content more accessible to its customers around the world. The Company
maintains publishing, marketing, and distribution centers in the United States, Canada, Europe, Asia, and
Australia.

Further description of the Company’'s business is incorporated herein by reference in the Management’s
Discussion and Analysis section of this 10-K.

Employees
As of April 30, 20086, the Company employed approximately 3,600 persons on a full-time basis worldwide.

Financial Information About Industry Segments

The note entitled “Segment Information” of the Notes to Consolidated Financial Statements and the
Management’s Discussion and Analysis section of this 10-K, both listed in the attached index, are
incorporated herein by reference.

Financial information About Foreign and
Domestic Operations and Export Sales

The note entitled “Segment Information” of the Notes to Consolidated Financial Statements and the
Management's Discussion and Analysis section of this 10-K, both listed in the attached index, are
incorporated herein by reference.




Itern 1A. Risk Factors
This section describes the major business risks to the Company and should be carefully considered.

Cautionary Statement Under the Private Securities Litigation Reform Act of 1995:

This 10-K and our Annual Report to Shareholders for the year ending April 30, 2006 report contains certain
forward-looking statements concerning the Company’s operations, performance, and financial condition. In
addition, the Company provides forward-looking statements in other materials released to the public as well
as oral forward-looking information. Statements which contain the words anticipate, expect, believes,
estimate, project, forecast, plan, outlook, intend and similar expressions constitute forward-looking
statements that involve risk and uncertainties. Reliance should not be placed on forward-looking statements,
as actual results may differ materially from those in any forward-looking statements.

Any such forward-looking statements are based upon a number of assumptions and estimates that are
inherently subject to uncertainties and contingencies, many of which are beyond the control of the Company,
and are subject to change based on many important factors. Such factors include, but are not limited to (i)
the level of investment in new technologies and products; (ii) subscriber renewal rates for the Company’s
Journals; (iii) the financial stability and liquidity of journal subscription agents; (iv) the consolidation of book
wholesalers and retail accounts; (v) the market position and financial stability of key online retailers; (vi} the
seasonal nature of the Company’s educational business and the impact of the used-book market; (Vii)
worldwide economic and political conditions; and (viij) the Company’s ability to protect its copyrights and
other intellectual property worldwide (ix) other factors detailed from time to time in the Company’s filings with
the Securities and Exchange Commission. The Company undertakes no obligation to update or revise any
such forward-looking statements to reflect subsequent events or circumstances.

Operating Costs and Expenses

The Company has a significant investment, and cost, in its employee base around the world. The Company
offers competitive salaries and benefits in order to attract and retain the highly skilled workforce needed to
sustain and develop new products and services required for growth. Employment and benefit costs are
affected by competitive market conditions for qualified individuals, and factors such as healthcare, pension
and retirement benefits costs. The Company is a large paper purchaser, and paper prices may fluctuate
significantly from time-to-time. The Company attempts to moderate the exposure to fluctuations in price by
entering into multi-year supply contracts and having alternative suppliers available. In general, however, any
significant increase in the costs of goods and services provided to the Company may adversely affect the
Company’s costs of operation. :

Protection of Intellectual Property Rights

Substantially all of the Company’s publications are protected by copyright, held either in the Company’s
name, in the name of the author of the work, or in the name of the sponsoring professional society. Such
copyrights protect the Company’s exclusive right to publish the work in the United States and in many
countries abroad for specified periods, in most cases the author’s life plus 70 years, but in any event a
minimum of 28 years for works published prior to 1978 and 50 years for works published thereafter. The
ability of the Company to continue to achieve its expected results depends, in part, upon the Company's
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ability to protect its intellectual property rights. The Company’s results may be adversely affected by lack of
legal and/or technological protections for its intellectual property in some jurisdictions and markets.

Maintaining the Company’s Reputation

Professionals worldwide rely upon many of the Company’s publications to perform their jobs. it is imperative
that the Company consistently demonstrates its ability to maintain the integrity of the information included in
its publications. Adverse publicity, whether or not valid, may reduce demand for the Company’s publications.

Trade Concentration and Credit Risk

Although, the book publishing industry is concentrated in national, regional, and online bookstore chains, the
Company's business is not dependent upon a single customer. No one book customer accounts for more
than 7% of total consolidated revenue. The top 10 book customers, however, account for approximately
25% of total consolidated revenue and approximately 46% of total gross trade accounts receivable as of April
30, 2006.

In the journal publishing business, subscriptions are often sourced through journal subscription agents who,
acting as agents for library customers, facilitate ordering and consolidate the subscription orders/billings with
various publishers. Subscription agents account for approximately 17% of total consolidated subscription
revenue and no one agent accounts for more than 7% of total consolidated revenue. Subscription agents
generally collect cash in advance from subscribers and remit payments to journal publishers, including the
Company, prior to the commencement of the subscriptions. While at fiscal year-end the Company had
minimal credit risk exposure to these agents, future calendar-year subscription receipts from these agents
may depend significantly on their financial condition and liquidity. Insurance for payment on these accounts
is not commercially feasible and/or available.

Changes in Regulation and Accounting Standards

The Company maintains publishing, marketing and distribution centers in Asia, Austratia, Canada, Europe
and the United States. The conduct of our business, including the sourcing of content, distribution, sales,
marketing and advertising is subject to various laws and regulations administered by governments around
the world. Changes in laws, regulations or government policies, including taxation requirements and
accounting standards, may adversely affect the Company’s future financial resuits.

Introduction of New Technologies or Products

Media and publishing companies exist in rapidly changing technological and competitive environments.
Therefore, the Company must continue to invest in technological and other innovations and adapt in order to
continue to add value to its products and services and remain competitive. There are uncertainties
whenever developing new products and services, and it is often possible that such new products and
services may not be launched or if launched, may not be profitable or as profitable as existing products and
services.




item 1B.

Competition for Market Share and Author Relationships

The Company operates in highly competitive markets. Success and continued growth depends greatly on
developing new products and the means to deliver them in an environment of rapid technological change.
Attracting new authors and retaining our existing author relationships are also critical to our success. We
believe the Company is well positioned to meet these business challenges with the strength of our brands,
our reputation and innovative abilities.

Effects of Inflation and Cost Increases

The Company, from time to time, experiences cost increases reflecting, in part, general inflationary factors.
To mitigate the effect of cost increases, the Company may take various steps to reduce development,
production and manufacturing costs. In addition, the selling prices for our products may be selectively
increased as marketplace conditions permit.

Altracting and Retaining Key Employees

The Company’s success is highly dependent upon the retention of key employees globally. In addition, we
are dependent upon our ability to continue to attract new employees with key skills to support the continued
organic growth of the business.

Unresolved Staff Comments

None



Item 2. Properties

The Company occupies office, warehouse, and distribution facilities in various parts of the world, as listed
below (excluding those locations with less than 10,000 square feet of floor area, none of which is considered
material property). All of the buildings and the equipment owned or leased are believed to be in good
condition and are generally fully utilized.

Location Purpose Approx. Sq. Ft. Lease Expiration
Leased
Australia Office 33,000 2020
Warehouse 68,000 2016
Canada Office and Warehouse 87,000 2011
Office 18,000 2010
England Warehouse 131,000 2012

United States:

New Jersey Corporate Headquarters 383,000 2017
New Jersey Distribution Center 188,000 2021
and Office
New Jersey Warehouses 380,000 2021
Indiana Office 116,000 2009
California Office 58,000 2012
Singapore Office and Warehouse 61,000 2007
Owned
Germany Office 57,000
England Office 50,000

Item 3. Legal Proceedings

The Company is involved in routine litigation in the ordinary course of its business. In the opinion of
management, the ultimate resolution of all pending litigation will not have a material effect upon the financial
condition or results of operations of the Company.

Item 4. Submission of Matters to a Vote of Security Holders

No matters were submitted to the Company’s security holders during the last quarter of the fiscal year ended
April 30, 2006.




Iitem 5.

item 6.

Item 7.

Item 7A.

Item 8.

PART Il

Market for the Company’s Commeon Equity and Related Stockholder Matters and Issuer Purchases of
Equity Securities

The Quarterly Share Prices, Dividends, and Related Stockholder Matters listed in the index on page 10 are
incorporated herein by reference.

Selected Financial Data

The Selected Financial Data listed in the index on page 10 is incorporated herein by reference.

Management’s Discussion and Analysis of Financial Condition and Results of Operations

Management’s Discussion and Analysis of Financial Condition and Results of Operations listed in the index
on page 10 is incorporated herein by reference.

Quantitative and Qualitative Disclosures About Market Risk

The information appearing under the caption “Market Risk” in Management’'s Discussion and Analysis of
Financial Condition and Results of Operations listed in the index on page 10 is incorporated herein by
reference.

Financial Statements and Supplemental Data
The Financial Statements and Supplemental Data listed in the index on page 10 is incorporated herein by
reference.



JOHN WILEY & SONS, INC., AND SUBSIDIARIES
INDEX TO CONSOLIDATED FINANCIAL STATEMENTS AND SCHEDULES

The following financial statements and information appearing on the pages indicated are filed as part of this report:

Page(s)
Management’s Discussion and Analysis of Business, Financia! Condition
and Results of OPerations..........ooiiiiiiiiiiiie e e e 11-31
Results by Quarter (Unaudited)..............oo i e 32
Quarterly Share Prices, Dividends, and Related Stockholder Matters and Issuer
Purchases of Equity Securities...............c.oooiii i, 32
Selected FInancial Data..............ccoiiiiiiiiiii e e e 33
Management's Report on internal Control over Financial Reporting ................c..ooenis 34
Reports of Independent Registered Public Accounting Firm............c..oooiiiiiniinnnn, 35-36
Consolidated Statements of Financial Position as of April 30, 2006 and 2005.................... 37
Consolidated Statements of Income for the years ended April 30, 2006, 2005, and 2004 ... 38
Consolidated Statements of Cash Flows for the
years ended April 30, 2006, 2005, and 2004............c.ccooiiiiiii e 39
Consolidated Statements of Shareholders’ Equity and Comprehensive Income for the
years ended April 30, 2006, 2005, and 2004..............cooiviiiiiiie e, 40
Notes to Consolidated Financial Statements.............ccccoo i 41-58
Schedule li — Valuation and Qualifying Accounts
for the years ended April 30, 2006, 2005, and 2004..........ccccoevrvivireeiieeriiecreenee 59

Other schedules are omitted because of the absence of conditions under which they apply or because the information
required is included in the Notes to Consolidated Financial Statements.
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Management’s Discussion and
Analysis of Business, Financial
Condition and Results of
Operations

The Company is a global publisher of print and
electronic products, providing content and solutions to
customers worldwide. Core businesses produce
professional and consumer books and subscription
products; scientific, technical, and medical journals,
encyclopedias, books, and online products; and
textbooks and educational materials, including
integrated online teaching and learning resources, for
undergraduate and graduate students, teachers and
lifelong learners. The Company takes full advantage of
its content from all three core businesses in developing
and cross-marketing products to its diverse customer
base of professionals, consumers, researchers,
students, and educators. The use of technology
enables the Company to make its content more
accessible to its customers around the world. The
Company maintains publishing, marketing, and
distribution centers in the United States, Canada,
Europe, Asia, and Australia.

Business growth comes from a combination of title,
imprint and business acquisitions which complement
the Company's existing businesses; from the
development of new products and services; from
designing and implementing new methods of delivering
products to our customers; and from organic growth of
existing brands and titles.

Core Businesses
Professional/Trade:

The Company’s Professional/Trade business acquires,
develops and publishes books and subscription
products in all media, in the subject areas of business,
technology, architecture, hospitality and culinary,
psychology, education, travel, consumer reference,
and general interest. Products are developed for
worldwide distribution through multiple channels,
including major chains and online booksellers,
independent bookstores, libraries, colieges and
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universities, warehouse clubs, corporations, direct
marketing, and Web sites. Global Professional/Trade
publishing accounted for approximately 43% of total
Company revenue in fiscal year 2006.

Key revenue growth strategies of  the
Professional/Trade business include adding value to its
content, developing its leading brands and franchises,
and executing strategic acquisitions. Revenue for the
Company's worldwide Professional/Trade business
grew at a compound annual rate of approximately 18%
over the past five years.

Publishing alliances and franchise products are central
to the Company’s strategy. The Company's ability to
bring together Wiley’'s product development, sales,
marketing, distribution and technological capabilities
with a partner’s content and brand name recognition
has been a driving factor in its success.
Professional/Trade alliance partners include General
Mills, MTV, the Culinary Institute of America, the
American Medical Association, the American Institute
of Architects, Mergent, Inc., the National Restaurant
Association Educational Foundation, the Leader to
Leader Institute (formerly The Peter F. Drucker
Foundation) and Morningstar, among many others.

The Company’'s Professional/Trade customers are
professionals, consumers, and students worldwide.
Highly respected brands and extensive backlists are
especially well suited for online bookstores such as
Amazon.com. With their uniimited “virtual® shelf space,
online retailers merchandise the Company's products
for longer periods of time than brick-and-mortar
bookstores.

The Company promotes an active and growing
Professional/Trade custom publishing program.
Custom publications are typically used by
organizations for internal promotional or incentive
programs. Books are specifically written for a
customer or an existing Professional/Trade publication
can be customized, such as having the cover art
include custom imprint, messages or slogans. Of
special note are customized For Dummies
publications, which leverage the power of this well-



known brand to meet the specific information needs of
a wide range of organizations around the world.

Key Acquisitions: The Company's business plan
includes organic growth as well as growth through
acquisitions. Key  strategic  Professional/Trade
acquisitions over the past five years include: (i) In fiscal
year 2006, the publishing assets of Sybex, Inc., a
leading publisher to the global information technology
professional community for nearly 30 years. Sybex
published about 100 new titles a year and maintained a
backlist of over 450 titles in digital photography,
operating systems, programming and gaming
categories. (i) In fiscal year 2003, a list of
approximately 250 titles from Prentice Hall Direct, a
unit of Pearson Education. These titles include a
collection of practical, “hands-on” teaching resources,
which complement the Company's renowned Jossey-
Bass education series and its market-leading Janice
Van Cleave series. (ii) In fiscal year 2002, the
Company acquired Hungry Minds Inc., a leading
publisher with an outstanding collection of respected
brands, with such product lines as the For Dummies
series, the Frommer's and Unofficial Guide travel
series, the Bible and Visual technology series, the
CliftsNotes study guides, Webster's New World
dictionaries, and Betty Crocker and Weight Watchers
cookbooks. (iv) in fiscal year 2002, the Company
acquired Frank J. Fabozzi Publishing and Australian
publisher, Wrightbooks Pty Ltd., both publishers of high
quality finance books for the professional market.

Scientific, Technical, and Medical (STM):

The Company is a leading publisher for the scientific,
technical, and medical communities worldwide
including, scientists, researchers, clinicians, engineers,
students and professors, and academic and corporate
librarians. STM products include journals, major
reference works, reference books and protocols, in
print and online. STM publishing areas include the life
and physical sciences, select medical areas,
chemistry, statistics and mathematics, electrical and
electronics engineering, and telecommunications.
STM develops products for global distribution through
multiple  channels, including library consortia,
subscription agents, bookstores, online booksellers,
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and direct sales to professional society members and
other customers. Global STM represented 38% of total
Company revenue in fiscal year 2006. STM's revenue
grew at a compound annual rate of 9% over the past
five years.

Established commercially in 1999, the Company's
web-based service, Wiley InterScience
{(www.interscience.wiley.com), offers online access to
more than 400 journals and 2,000 major reference
works, online books, Current Protocols laboratory
manuals and databases, as well as a suite of
professional and management resources. Wiley
InterScience is based on a successful business model
that features Enhanced Access Licenses. One to three
years in duration, Enhanced Access Licenses provide
academic and corporate customers with muiti-site
online access. The Company also offers other flexible
pricing options such as, Basic Access licenses, which
provide click-on access title-by-title to the Company's
electronic journal content. Access is also provided
through Pay-Per-View, which serves customers who
wish to purchase individual articles or chapters. With
over 24 million users in 90 countries around the globe,
Wiley InterScience is one of the world’s leading
providers of scientific, technical, and medical content.

Wiley InterScience takes advantage of technology to
update content frequently, and it adds new features
and resources on an ongoing basis to increase the
productivity of scientists, professionals and students.
Two examples are EarlyView, through which
customers can access individual articles well in
advance of print publication, and MobileEditions, which
enables users to view tables of content and abstracts
on wireless handheld devices and Web-enabled
phones.

In 2005, the Company announced an ambitious new
program to digitize its entire historical journal content,
dating back to the 1800s. Wiley’s digitization of legacy
content is designed to improve the research pathway
and ensure content discovery is as seamless and
efficient as possible. The initiative is scheduled for
completion in 2007. The backfile collection, which is
available online through Wiley InterScience, will span
two centuries of scientific research and comprise over




7.5 million pages — one of the largest archives of its
kind issued by a single publisher. As of April 30, 2006
approximately 70% of the Company’s journal content
was digitized and made available to customers.

Publishing alliances play a major role in STM's
success. The Company publishes the journals of
prestigious societies, including the American Cancer
Society’s flagship publication, Cancer. These alliances
bring mutual benefit, with the societies gaining Wiley’s
publishing and marketing expertise, while Wiley
receives peer-reviewed content and enhanced visibility
among society memberships.

Key Acquisitions: In fiscal year 2006, the Company
acquired InfoPoems Inc., a leading provider of
evidence-based medicine (EBM). This acquisition
along with the Cochrane Collaboration database
provides the foundation for the Company’s fast growing
suite of EBM products designed to improve patient
healthcare at the point of care. Evidenced-based
medicine facilitates the effective management of
patients through clinical expertise informed by best
practice evidence that is derived from medical
literature.

In fiscal year 2002, the Company acquired A&M
Publishing Ltd., a U.K.-based publisher for the
pharmaceutical and health-care sectors, and GIT
Verlag GmbH, a German publisher for the chemical,
pharmaceutical, biotechnology, security, and
engineering industries. These businesses derive
revenue principally from advertising. From this base,
the Company is building its program of advertising-
based journal publications, including the acquisition of
Dialysis and Transplantation in fiscal year 2006.

Higher Education:

The Company publishes educational materials for the
higher education market in all media, focusing on
courses in the sciences, geography, mathematics,
engineering, accounting, business, economics,
computer science, psychology, education, and modern
languages. In Australia, the Company is aiso a leading
publisher for the secondary school market.
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Higher Education customers include undergraduate,
graduate, and advanced placement students,
educators, and lifelong learners worldwide. Product is
delivered principally through college bookstores, online
booksellers, and Web sites. Globally, Higher
Educational publishing generated 19% of total
Company revenue in fiscal year 2006. Through organic
growth and acquired products, both print and
electronic, the Company’s worldwide Higher Education
publishing revenue grew at a compound annual rate of
5% over the past five years.

Higher Education’s mission is to help teachers teach
and students learn. Our strategy is to provide value-
added quality materials and services through
textbooks, supplemental study aids, course and
homework management tools and more, in print and
electronic formats. The Higher Education web site
offers online learning materials with links to more than
4,000 companion sub-sites to support and supplement
textbooks.

Higher Education delivers high-quality online learning
materials that offer more opportunities for
customization and accommodate diverse learning
styles. The prime example is WileyPlus, an activity-
based interface that provides an integrated suite of
teaching and learning resources on one web site. By
offering an electronic version of a text along with
supplementary materials, content provided by the
instructor, and administrative tools, WileyPlus supports
the full range of course-oriented activities online-
planning, presentations, study, homework; and testing.

The Company also supports online communities of
interest such as the Wiley Faculty Network, a peer-to-
peer network of faculty/professors supporting the use
of online course material tools and discipline-specific
software in the classroom. The Company believes this
unique, reliable, and accessible service gives the
Company a competitive advantage.

Higher Education is also leveraging the web in its sales
and marketing efforts. The web enhances the
Company’s ability to have direct contact with students
and faculty at universities worldwide through the use of
interactive electronic brochures and e-mail campaigns.



Key Acquisitions: In fiscal year 2003, the Company
acquired the assets of Maris Technologies to support
the Company's efforts to produce web-enabled
products. This acquisition included the market-leading
software Edugen, which provides the underlying
technology for WileyPlus. Located in Moscow, the
development facility is staffed by approximately 52
programmers and designers who had been employed
in the space program of the former Soviet Union. In
fiscal year 2002 the Company acquired publishing
assets consisting of 47 higher education titles from
Thomson Learning. The titles are in such areas as
business, earth and biological sciences, foreign
languages, mathematics, nutrition, and psychology.

Publishing Operations

Journal Products:

The Company publishes over 2,400 journals and other
subscription-based STM and Professional/Trade
products, which accounted for approximately 33% of
the Company’s fiscal year 2006 revenue. Most
journals are owned by the Company, in which case
they may or may not be sponsored by a professional
society. Some are owned by societies and published
by the Company pursuant to contracts. Societies that
sponsor or own such journals generally receive a
royalty and/or other consideration. The Company
usually enters into agreements with outside
independent editors of journals that state the duties of
the editors,-and the fees and expenses for their
services.  Contributors of journal articles transfer
publication rights to the Company or a professional
society, as applicable.

Journal subscriptions result primarily from licenses for
Wiley InterScience negotiated directly with customers
or their subscription agent by the Company's sales
representatives, direct mail or other advertising,
promotional campaigns, and memberships in
professional societies for those journals that are
sponsored by such societies. Licenses range from one
to three years in duration.
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Printed journals are generally mailed to subscribers
directly from independent printers. Journal content is
available online. Subscription revenue is generally
collected in advance, and is deferred and recognized
as earned when the related issue is shipped or made
available online, or over the term of the subscription as
services are rendered.

Book Products:

Materials for book publications are obtained from
authors throughout most of the world through the
efforts of an editorial staff, outside editorial advisors,
and advisory boards. Most materials originate with their
authors, or as a result of suggestion or solicitations by
editors and advisors. The Company enters into
agreements with authors that state the terms and
conditions under which the materials will be published,
the name in which the copyright will be registered, the
basis for any royalties, and other matters. Most of the
authors are compensated by royalties, which vary with
the nature of the product and its anticipated sales
potential. The Company may make advance payments
against future royalties to authors of certain
publications.

The Company continues to add new titles, revise
existing titles, and discontinue the sale of others in the
normal course of its business, also creating
adaptations of original content for specific markets
fulfilling customer demand. The Company’s general
practice is to revise its textbooks every three to five
years, if warranted, and to revise other titles as
appropriate. Subscription-based products are updated
more frequently on a regular schedule. Approximately
34% of the Company's fiscal year 2006 U.S. book-
publishing revenue was from titles published or revised
in the current fiscal year.

Professional and consumer books are sold to
bookstores and online booksellers serving the general
public; wholesalers who supply such bookstores;
warehouse ciubs; college bookstores for their non-
textbook requirements; individual practitioners; and
research institutions, libraries (including public,
professional, academic, and other special libraries),
industrial organizations, and government agencies.




The Company employs sales representatives who call
upon independent bookstores, national and regional
chain bookstores and wholesalers. Trade sales to
bookstores and wholesalers are generally made on a
returnable basis with certain restrictions. The Company
provides for estimated future returns on sales made
during the year principally based on historical
experience. Sales of professional and consumer books
also result from direct mail campaigns, telemarketing,
online access, and advertising and
periodicals.

reviews in

Adopted textbooks and related supplementary material
(i.e., textbooks prescribed for course use) are sold
primarily to bookstores including online bookstores,
serving educational institutions. The Company
employs sales representatives who call on faculty
responsible for selecting books to be used in courses,
and on the bookstores that serve such institutions and
their students. Textbook sales are generally made on
a fully returnable basis with certain restrictions. The
textbook business is seasonal, with the majority of
textbook sales occurring during the June through
August and November through January periods. There
is an active used textbook market, which adversely
affects the sales of new textbooks.

Like most other publishers, the Company generally
contracts with independent printers and binderies for
their services. The Company purchases its paper from
independent suppliers and printers. The fiscal year
2006 weighted average U.S. paper prices increased
approximately 6% over fiscal year 2005. Management
believes that adequate printing and binding facilities,
and sources of paper and other required materials, are
available to it, and that it is not dependent upon any
single supplier. Printed book products are distributed
from both Company-operated warehouses and
independent distributors.

The Company develops content in digital format that
can be used for both online and print products, which
results in productivity and efficiency savings, as well as
enabling the Company to offer customized publishing
and print-on-demand products. Book content is
increasingly being made available online through Wiley
InterScience, WileyPlus and other platforms, and in
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eBook format through licenses with alliance partners.
The Company also sponsors online communities of
interest, both on its own and in partnership with others,
to expand the market for its products.

The Company believes that the demand for new
electronic technology products will continue to
increase. Accordingly, 1o properly service its
customers and to remain competitive, the Company
anticipates it will be necessary to increase its
expenditures related to such new technologies over the
next several years.

The internet not only enables the Company to deliver
content online, but also helps to sell more books. The
growth of online booksellers benefits the Company
because they provide unlimited virtual “shelf space” for
the Company's entire backlist.

Marketing and distribution services are made available
to other publishers under agency arrangements. The
Company also engages in co-publishing of titles with
international publishers and in publication of
adaptations of works from other publishers for
particular markets. The Company also receives
licensing revenue from photocopies, reproductions,
and electronic uses of its content as well as advertising
revenue from web sites such as Frommers.com.

Global Operations

The Company’s publications are sold throughout most
of the world through operations located in Europe,
Canada, Australia, Asia, and the United States. All
operations market their indigenous publications, as
well as publications produced by other parts of the
Company. The Company also markets publications
through agents as well as sales representatives in
countries not served by the Company. John Wiley &
Sons International Rights, Inc. sells reprint and
translations rights worldwide. The Company publishes
or licenses others to publish its products, which are
distributed throughout the world in many languages.
Approximately 41% of the Company's fiscal year 2006
revenue was derived from non-U.S. markets.



Competition and Economic Drivers Within the
Publishing Industry

The sectors of the publishing industry in which the
Company is engaged are highly competitive. The
principal competitive criteria for the publishing industry
are considered to be the following: product quality,
customer service, suitability of format and subject
matter, author reputation, price, timely availability of
both new titles and revisions of existing books, online
availability of published information, and timely delivery
of products to customers.

The Company is in the top rank of publishers of
scientific and technical journals worldwide, as well as a
leading commercial chemistry publisher at the research
level, one of the leading publishers of university and
college textbooks and related materials for the
*hardside” disciplines, (i.e. sciences, engineering, and
mathematics), and a leading publisher in its targeted
professional/trade markets. The Company knows of no
reliable industry statistics that would enable it to
determine its share of the various international markets
in which it operates.

Performance Measurements

The Company measures its performance based upon
revenue, operating income, earnings per share and
cash flow growth, excluding unusual or one-time
events, and considering current worldwide and regional
economic conditions. Because of the Company’'s
unique blend of businesses, industry statistics do not
always provide meaningful comparisons. The
Company does maintain market share statistics for
publishing programs in Professional/Trade and Higher
Education.  For Professional/Trade, market share
statistics published by BOOKSCAN, a statistical
clearinghouse for book industry point of sale in the
United States, are used. The statistics include survey
data from all major retail outlets, mass merchandisers,
small chain and independent retail outlets. For Higher
Education, the Company subscribes to Management
Practices Inc.,, which  publishes customized
comparative sales reports.
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Results of Operations
Fiscal Year 2006 Summary Results

For the full year, revenue advanced 7% over prior year
to $1.0 billion, or 8% excluding foreign currency
effects. The year-on-year growth was driven by all of
Wiley's businesses around the world. Gross profit
margin for fiscal year 2006 was 67.2% compared with
66.6% in the prior year. Improvements in STM, Higher
Education and the European segment were partially
offset by lower gross margins in Professional/Trade
and other segments.

Operating and administrative expenses increased 8%
over the prior year. Foreign exchange accounted for
approximately $1.9 million of the increase. Editorial,
sales, marketing and distribution costs to support
revenue growth, and investments in technology were
partially offset by lower costs associated with
certification of internal controls as required by
Sarbanes-Oxley 404. Operating and administrative
expenses as a percent of revenue were 51% in both
years.

Operating income advanced 8% to $152.7 million in
fiscal year 2006 or 9% excluding adverse foreign
currency effects. Revenue growth and improved gross
margins were partially offset by higher amortization
due to acquisitions. Operating margin was 14.6%
compared with 14.5% in fiscal year 2005. The
operating margin increase reflects improvement in
gross margin due to product mix, partially offset by
higher amortization of intangibles. Net interest
expense and other increased $3.1 million to $8.8
million, mainly due to higher interest rates.

The Company's effective tax rate was 23.3% in fiscal
year 2006. Excluding the tax charges and benefits
described in the non-GAAP financial disclosure, the
effective tax rate for fiscal year 2006 increased to
33.2% as compared to 32.7% in fiscal year 2005. The
increase was mainly due to higher effective foreign tax
rates.

Earnings per diluted share and net income for fiscal
year 2006 on a US GAAP basis were $1.85 and




$110.3 million, respectively. Excluding the tax
adjustments, which are further described below,
earnings per diluted share and net income for fiscal
year 2006 on a Non-GAAP basis rose 10% to $1.61
and 5% to $96.1 million, respectively. Growth in
earnings per diluted share reflects favorable operating
performance and the Company's share repurchase
program.

Non-GAAP Financial Measures: The Company’s
management evaluates performance excluding
unusual and/or nonrecurring events. The Company
believes excluding such events provides a more
effective and comparable measure of performance.
Since adjusted net income and adjusted earnings per
share are not a measure calculated in accordance with
GAAP, they should not be considered as a substitute
for other GAAP measures, including net income and
earnings per share, as reported, as an indicator of
operating performance.

Adjusted net income and adjusted earnings per diluted
share excluding the tax charges and benefits are as
follows:

Reconciliation of non-GAAP financial disclosure

For the Years
Ended April 30,

Net income (in thousands) 2006 2005
As reported $110,328 $83,841
Tax (benefit) provision on dividends

repatriated (7,476) 7,476
Resolution of tax matters (6,776) -
Adjusted $96,076 $91,317

For the Years
Ended April 30,

Earnings per Diluted Share 2006 2005
As reported $1.85 $1.35
Tax (benefit) provision on dividends

repatriated (.12) 12
Resolution of tax matters (.11)

Adjusted $1.61 $1.47

Pursuant to guidance issued by the Internal Revenue
Service in May 2005, the Company recorded a tax
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benefit of approximately $7.5 million, or $0.12 per
diluted share, in the first quarter of fiscal year 2006,
and reduced income taxes due on the fiscal year 2005
repatriation of earnings from its European subsidiaries.
As previously discussed in the Company's Annual
Report filed on Form 10-K for fiscal year 2005, the tax
benefit offsets a tax charge of $7.5 million recorded in
the fourth quarter of fiscal year 2005, neither of which
had a cash impact to the Company.

A $6.8 million, or $0.11 per diluted share, tax benefit
related to the favorable resolution of certain tax matters
with tax authorities was also reported for the full year
ending April 30, 2006. The Company’'s management
excludes these tax items for comparative purposes so
as to not distort the underlying operating performance
of the Company.

Cash flow provided by operating activities in fiscal year
2006 of $242.6 million was used to fund investing
activities ($113.6 million), inclusive of $31.4 million for
the acquisition of publishing assets; to acquire 2.8
million shares of treasury stock ($108.9 million); repay
debt ($32.5 million); and for cash dividends to
shareholders ($21.1 million).

Fiscal Year 2006 Segment Results

Professional/Trade (P/T):
%

Dollars in thousands 2006 2005 change
Revenue $380,191 $350,338 9%
Direct Contribution  $106,971 $102,326 5%
Contribution Margin 28.1% 29.2%

Revenue growth of Wiley's US. P/T business
accelerated throughout fiscal year 2006, culminating in
a strong fourth quarter. Revenue for the full year
advanced 9% to $380 million, while fourth quarter
revenue reached a record $106 million, 13% over the
same period in the prior year. Virtually all of P/T's
publishing categories and sales channels contributed
to the strong results, with standout performances by
the technology, business, finance and architectural
programs, as well as global rights and website
advertising. P/T’s finance and leadership programs, as
well as the Sybex technology titles it acquired in May



2005, and the popularity of the Sudoku for Dummies
series helped to deliver the record-setting results. The
Sybex acquisition contributed approximately $9 million
to revenue.

Direct contribution to profit was up 5% for the year.
The improvement in top-line results was partially offset
by higher cost of sales mainly due to product mix.

A number of successful titles contributed to the year's
results, notably The Little Book That Beats the Market
by Joel Greenblatt; Sudoku For Dummies, Volumes 1-
3 by Andrew Herron and Edmund James; Weight
Watcher's New Complete Cookbook; Betty Crocker
Cookbook: Everything You Need to Know to Cook
Today, and Hedgehogging by Barton Biggs. Several
perennial favorites and new titles also made significant
contributions, including Five Dysfunctions of a Team by
Patrick Lencioni; his new title, Silos, Politics, and Turf
Wars; Automatic Wealth by Michael Masterson; and
The Party of the Century: The Fabulous Story of
Truman Capote and His Black and White Ball by
Deborah Davis. A new series, Frommer’s Day by Day,
and the first Frommers.com Podcast, successfully
extended this key brand.

Media attention was particularly focused on a number
of titles tied to current affairs (Bird Flu by Marc Siegel
and The Global Class War by Jeff Faux); popular
products (The Bear Necessities of Business: Building a
Company with Heart by Maxine Clark and Amy Joyner
at the flagship Build-a-Bear store); or movies (Party of
the Century by Deborah Davis which capitalized on the
success of the movie, Capote), as well as well-known
authors (The Poker Face of Wall Street, Aaron Brown
and Hedgehogging by Barton Biggs). Aggressive
marketing kept Wiley brands and titles in the public
eye, including a major advertising campaign for Little
Book That Beats the Market in The Wall Street Journal
and Bloomberg radio; the annual For Dummies month
promotions; and a pay-per-view webcast with
Amazon.com, featuring author Pat Lencioni.

More than 800 articles were adapted from the For
Dummies text for licensing with Yahoo Tech, a new
website that provides consumers with advice and
information on technology.  An agreement with
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Microsoft was signed to license content from seven of
Wiley's top cookbooks, including How fo Cook
Everything by Mark Bittman, Cooking at Home with
The Culinary Institute of America, and Mr. Boston:
Official Bartender’'s and Party Guide by Mr. Boston,
Anthony Giglio, and Steven McDonald).

Mark Bittman received a James Beard Foundation
Media Broadcast Award in the category National
Television Food Show for his work as host of the PBS
series, How to Cook Everything, which is tied in with
the Wiley titie of the same name. The Handbook of
Human Resources Management in Government by
Stephen Condrey won “Best Public Sector Human
Resources Management Book” award of the American
Society for Public Administration. Lee Shulman,
President of the Carnegie Foundation for the
Advancement of Teaching, won the prestigious
Grawemeyer Award in Education for 2006, for The
Wisdom of Practice.

Scientific, Technical, and Medical (STM):
%

Dollars in thousands 2006 2005 change
Revenue $206,008 $190,515 8%

Direct Contribution $96,009 $88,899 8%

Contribution Margin 46.6% 46.7%

Wiley's U.S. STM business delivered consistently
excellent results throughout fiscal year 20086, growing
revenue over prior year by 8% to $206 million. Direct
contribution to profit also rose by 8% for the year.

Subscription and non-subscription revenue from
journal backfiles, advertising, and commercial reprints
contributed significantly to growth. The reference book
program completed its second year of strong growth
driven by strong title output and global market strength.
STM also benefited from recent acquisitions of Dialysis
and Transplantation, a medical journal and
InfoPOEMSs, a provider of evidence-based medicine
content.

Wiley InterScience, the Company's online service,
reached a milestone midway through the fiscal year:
more than one million journal articles are now available
online. The value of this growing body of literature to




the global research community can be quantified in the
concurrent increase in the number of users, as well as
the number of manuscripts submitted for publication.
In fiscal year 2006, U.S. STM received approximately
9% more journal manuscripts and published 8% more
journal pages than the previous year. More people
gained access to Wiley InterScience by taking
advantage of alternate purchasing programs, such as
Pay-Per-View, which began offering individual article
sales from the growing backfile collection during this
year. At the end of the fiscal year, Wiley participated
with Microsoft in the launch of Windows Live Academic
Search pilot, which improves the search capabilities of
journal content from Wiley and ten other major STM
publishers.

Important publications during the year include the
inaugural issue of a pharmaceutical-company
sponsored Chinese-language digest version of
Hepatology, the Physics and Astronomy Backfile,
which includes the oldest journal published by Wiley,
Annalen der Physik, founded in 1799; the first two
issues of the Journal of Hospital Medicine; and a
refurbished Annals of Neurology. Also released during
the fourth quarter were the new 18" edition of the
Merck Manual; the 8" edition of The Wiley Registry of
Mass Spectral Data;, and a wide array of single and
multi-volume reference works.

During the fourth quarter, the Company reached an
agreement with the Institute of Electrical and
Electronics Engineers of Japan to publish a new
English-language journal, IEEJ Transactions; extended
its long-term publishing agreement for the Journal of
Research in Science Teaching; and began publication
of the Journal of Orthopedic Research in partnership
with the Orthopedic Research Society.

Higher Education:
%
Dallars in thousands 2006 2005 change
Revenue $156,235 $150,905 4%
Direct Contribution $40,065 $38,221 5%
Contribution Margin 25.6% 25.3%

Wiley’s U.S. Higher Education business increased 4%
to $156 million in fiscal year 2006. Continuing to build
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on the strength experienced in the third quarter, fourth
quarter revenue advanced 15% to $23 million
compared to the previous year's quarter. Higher
Education’s direct contribution margin for the year
improved 30 basis points to 25.6% mainly due to lower
composition costs and inventory provisions.

The mathematics, life sciences, engineering and
computer science programs performed extremely well
during the vyear, with strong showings by
Tortora/Principles of Anatomy and Physiology,
Black/Microbiology; Voet/Fundamentals of
Biochemistry; Hughes-Hallett/Calculus;
Anton/Calculus;  Munson/Fluid  Mechanics; and
Horstman/Big Java.

WileyPLUS continued to gain traction during fiscal year
2006, as more students and faculty around the world
chose to use its customizable multi-format suite of
content, teaching and learning tools to help them do
homework, study for tests, assess coursework, and
administer classes.

Wiley has developed a wider array of products at
varied price points. The Company is now offering over
50 titles in Wiley Desktop Editions, which are in
downloadable e-text format, intended for students who
want lower-priced versions of textbooks. Wiley began
to produce Deskiop Editions in partnership with
VitalSource Technologies, Inc., during the second
quarter, and expects to nearly double the number of
tittes in the program by calendar year-end.

Soon after the end of the fiscal year, Wiley became
Microsoft's sole publishing partner worldwide for all
Microsoft Official Academic Course (MOAC) materials.
Microsoft and Wiley will collaborate on a new co-
branded series of textbook and e-learning products for
the higher education market, to be released under
Wiley-Microsoft logos. Wiley will also assume
responsibility for the sale of existing MOAC titles. The
new series will offer topics covering Windows Vista,
Microsoft Office Systems 2007, and the Windows
Server codenamed “Longhorn.”  All titles will be
marketed globally and available in several languages.
With Microsoft's position as the world’s leading



software company and Wiley’s global presence in
higher education, the alliance is an ideal strategic fit.

Earlier in the year, Higher Education extended its
global alliance with the National Geographic Society to
create new products sold exclusively with Wiley
textbooks and WileyPLUS.

Europe:

%
Dollars in % exclud-
thousands 2006 2005 change ing FX
Revenue $282,462 $268,857 9% 12%
Direct
Contribution $93,415 $86,226 8% 1%
Contribution
Margin 31.9% 32.1%

Fiscal Year 2006 was another strong year for Wiley's
European-based companies, with revenues for the
year advancing 9% over the prior year to $292 million,
or 12% excluding foreign currency effects. Virtually all
of Wiley Europe’s businesses, product lines, and
markets contributed to the performance. Strong
performance was exhibited in P/T and STM book
publishing, as well as journals. Global sales from the
Sudoku For Dummies series contributed to the
increase in P/T revenue. Direct contribution margin
was essentially in line with the prior year's results.

Best-selling books included products as diverse as the
second edition of Encyclopedia of Inorganic Chemistry,
edited by R. Bruce King, and the enormously popular
Sudoku For Dummies and Kakuro For Dummies. The
power of the For Dummies brand was evidenced by
the publication of a six-figure print run of a custom
mini-book for the World Cup, Winning on Betfair For
Dummies. The German For Dummies program
published 51 new titles and 49 reprints during fiscal
year 2006.

The expansion of Wiley Europe’s publishing portfolio
has opened up new markets and customer groups.
The technology channel saw strong growth throughout
the year with a series of agreements with major
telecommunications corporations. In February, the
Company entered a popular new market with the
acquisition of Fernhurst Books, a best-selling list of
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manuals and guides on sailing, boating, and other
nautical sports. The first seven titles of the Securities
and Investment Institute series published during fiscal
year 20086.

Wiley Europe’s new journals, small, an interdisciplinary
journal on nanoscience and nanotechnology
embracing materials science, physics, chemistry and
biosciences and the related engineering areas
ChemMedChem; and the Biotechnology Journal, all
performed well.  Chemistry-An Asian Journal, an
alliance between Wiley-VCH, the German Chemical
Society, and several major Asian chemical societies,
gained traction during the year as new societies signed
on, inciuding The Singapore National Institute of
Chemistry and the Chemical Society located in Taipei.

The Cochrane Collaboration, an evidence-based
medicine  collection, available through  Wiley
InterScience, finished the year strongly reflecting
Wiley's ability to increase revenue through the
Company’s muitiple sales channels. To extend Wiley's
product offering in evidence-based medicine, Wiley
Europe and Duodecim Medical Publications Limited of
Helsinki, Finland announced an expanded agreement
to grant Wiley the exclusive publishing, sales, and
distribution rights of its English language version of
Evidence-Based Medicine Guidelines (EBM
Guidelines). The guidelines are designed to be read
on small screens, and are available via the Internet
and through Personal Digital Assistants (PDA) devices.

Asia, Australia, and Canada:

%

Dollars in % exclud-
thousands 2006 2005 change ing FX
Revenue $123,950 $108,649 14% 12%
Direct

Contribution $26,747 $24,868 8% 3%
Contribution

Margin 21.6% 22.9%

Wiley's revenue in Asia, Australia, and Canada
advanced 14% over the previous year to $124 million,
or 12% excluding foreign currency effects. Higher
Education and secondary school publishing in Australia
and P/T sales in Asia and Canada drove the




improvement over the prior year. Direct contribution to
profit for the year increased 8%, or 3% excluding
foreign currency effects. Revenue growth was partially
offset by product mix in Canada and Asia.

Wiley Asia experienced growth across all product lines,
particularly in India, Japan and China. Wiley Canada'’s
P/T performance was very strong and its Higher
Education program was solid. In Australia, all three
businesses delivered strong results.

At the end of the third quarter, Wiley Asia acquired the
remaining outstanding shares of Wiley Dreamtech
(India) Private LTD. The acquisition is an important
step in the Company’s plans to grow Wiley's presence
in India, extending its sales and marketing reach and
building local publishing capabilities in an important
and rapidly growing market. Wiley acquired a majority
interest in Dreamtech in 2001 as part of its highly
successful acquisition of Hungry Minds, inc.

Wiley Australia was once again named Secondary
Publisher of the Year by the Australian Publishers
Association and Higher Education Publisher of the
Year by the Campus Booksellers
Association, for the 9th and 8th times, respectively,
during the last decade. Wiley Australia was also
awarded, for the fifth year in a row, the 'Employer of
Choice for Women' citation by the Federal
Government's Equal Opportunity in the Workplace
Agency. Wiley is the only publisher that has earned
this honor during the program’s entire five-year history.

Australian

Considerable success was achieved in Canada with
the sale of WileyPLUS, demonstrating the product’s
global appeal. The number of titles available with
WileyPLUS more than doubled from fiscal year 2005,
giving the sales force opportunity to sell it into more
course areas. During fiscal year 2006, Wiley Canada
added to its indigenous P/T program by becoming a
key publisher in the regional real estate markets. Sales
throughout the year in real estate investing, home
inspection, property management, tax, and other
subcategories were very strong, as the Company
added a number of titles to its portfolio.
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Fiscal Year 2005 Summary Results

In fiscal year 2005 revenue advanced 6% over the
prior year to $974 million, or 4% excluding foreign
currency effects. The year-on-year growth was driven
primarily by the Company’s global Scientific, Technical
and Medical business and the Professional/Trade
business, particularly in Europe and Asia. Gross profit
margin for fiscal year 2005 was 66.6% compared with
66.5% in the prior year. Improvements in U.S.
Professional/Trade and the European segment were
partially offset by lower gross margins in other
segments.

Operating and administrative expenses, excluding the
adverse impact of foreign exchange on costs
(approximately $6.5 million), increased 3% over the
prior year. Sales and marketing costs to support
revenue growth, annual performance compensation
costs, auditing and compliance costs associated with
certification of internal controls as required by
Sarbanes-Oxley 404 ($3.2 million) and investments in
technology to deliver products to our customers were
partially offset by relocation incentive receipts from the
State of New Jersey. Operating and administrative
expenses as a percent of revenue improved 50 basis
points to 51%, reflecting prudent expense
management.

Operating income advanced 9% to $141.4 million in
fiscal year 2005, or 7% excluding foreign currency
gains. Primarily revenue growth, lower inventory and
royalty provisions and prudent expense management
drove the year-on-year growth. Operating margin was
14.5% compared with 14.0% in fiscal year 2004. The
operating margin increase reflects improvement in
gross margin and lower operating and administrative
expenses as a percentage of revenue. Net interest
expense and other increased $1.4 million to $5.7
million. Higher interest rates were partially offset by
lower debt.

The Company’s effective tax rate was 38.2% in fiscal
year 2005. Excluding the tax charges and benefits
described in the non-GAAP financial disclosure, the
effective tax rate for fiscal year 2005 increased to



32.7% as compared to 31.4% in fiscal year 2004,
mainly due to higher effective foreign tax rates.

Earnings per diluted share and net income for fiscal
year 2005 were $1.35 and $83.8 million.  Excluding
the tax accrual on the dividends repatriated from
European subsidiaries in fiscal year 2005 and the tax
benefit reported in fiscal year 2004, which are
described below, earnings per diluted share and net
income for the fiscal year ended April 30, 2005 rose
8% to $1.47 and 6% to $391.3 million, respectively.
Non-GAAP Financial Measures: The Company's
management evaluates operating performance
excluding unusual and/or nonrecurring events. The
Company believes excluding such events provides a
more effective and comparable measure of
performance. Since adjusted net income and adjusted
earnings per share are not a measure calculated in
accordance with GAAP, it should not be considered as
a substitute for other GAAP measures, including net
income and earnings per share, as reported, as an
indicator of operating performance.

Adjusted net income and adjusted earnings per diluted
share excluding the tax charges and benefits are as
follows:

Reconciliation of non-GAAP financial disclosure

For the Years
Ended April 30,

Net income (in thousands) 2005 2004
As reported $83,841 $88,8¢}0
Resolution of tax matters - (3.019)
Tax charge on dividends repatriated 7,476

Adjusted $91,317 $85,821

For the Years
Ended Aprit 30,

Earnings per Diluted Share 2005 2004
As reported $1.35 $1.41
Resolution of tax matters (.05)
Tax charge on dividends repatriated 12

Adjusted $1.47 $1.36
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During the fourth quarter of fiscal year 2005, the
Company elected to repatriate approximately $94
million of dividends from its European subsidiaries
under the American Jobs Creation Act of 2004, which
became law in October 2004. The law provided a
favorable one-time tax rate on dividends from foreign
subsidiaries. The tax accrual on the dividend included
approximately $7.5 million, or $0.12 per diluted share
of tax, which had no cash impact on the Company.
The income statement effect recorded in the fourth
quarter of fiscal year 2005 was fully offset by a tax
benefit recognized by the Company in the first quarter
of fiscal year 2006.

In the third quarter of fiscal year 2004, the Company
reported a net tax benefit of $3.0 million, or $0.05 per
diluted share, due to a favorable resolution of certain
state and federal tax matters and an adjustment of
accrued foreign taxes.

Cash flow provided by operating activities in fiscal year
2005 increased 15% to $243.5 million from $212.2
million in the prior year. Cash provided by operating
activities, net of cash used for investments in product
development and property, equipment and technology
of $91.2 million, was utilized during the year to acquire
2.9 million shares of Class A common stock ($94.8
million); acquire publishing assets (aggregating $22.5
million); purchase marketable securities of ($10.0
million); and pay dividends to shareholders ($18.1
million).

Fiscal Year 2005 Segment Results

Professional/Trade (P/T):
%
Dollars in thousands 2005 2004 change
Revenue $350,338  $340,252 3%
Direct Contribution ~ $102,326 $93,945 9%
Contribution Margin 29.2% 27.6%

Revenue of Wiley’s U.S. P/T business increased 3% to
$350.3 million in fiscal year 2005, as a result of organic
growth in key publishing categories, particularly For
Dummies books, the professional culinary program and
Webster's New World Dictionary. High-end technology
titles showed improvement for the year, while




consumer technology publishing remained sluggish.
Other publishing revenue, principally generated
through brand licensing, the sale of rights and online
advertising and improved sales return experience also
contributed to the favorable results.

P/T’'s direct contribution to profit was up 9% over fiscal
year 2004, reflecting gross margin improvement due to
lower inventory, sales returns and author advance
provisions, and prudent expense management.
Contribution margin increased by 160 basis points to
29.2% reflecting lower provisions and product mix.

Titles included on bestseller lists for the year were the
market-leading J.K. Lasser’s Your Income Tax, as well
as Lencioni/Five Dysfunctions of a Team and
Tyson/investing For Dummies; Winger/Shut Up, Stop
Whining and Get a Life; Scott/Mentored by a
Millionaire; Harkins/Everybody Wins; Lencioni/Death
by Meeting;, Allen/Multiple Streams of Income;
Mauldin/Bull’'s Eye Investing; and Tisch/The Power of
We. The second editions of three bestselling Windows
XP For Dummies titles were published during the year,
tied to Microsoft’'s launch of the Windows XP Service
Pack 2.

P/T took advantage of the considerable potential of its
industry-leading brands throughout fiscal year 2005.
Frommers.com, Dummies.com, and CliffsNotes.com all
had a strong year, in terms of site traffic, subscriber
counts and sales. A redesigned CliffsNotes.com
launched in August, forming the cornerstone of a major
brand awareness initiative and significantly increasing
traffic to the website. In January, a redesigned
Frommers.com site was launched that includes several
new features, improved search functionality and
standard ad sizes to accommodate advertiser demand.
These improvements were well received, as evidenced
by record highs in monthly traffic and book sales.

An agreement with MTV was signed during the year to
publish an eight volume series of travel guides targeted
to students and co-branded as MTV and Frommer's. A
new site supporting direct ordering by government
employees went live in March, providing product
information and facilitating the purchase of Wiley titles.
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P/T’s custom publishing had a banner year in fiscal
year 2005. These products are typically used by
organizations for promotional or incentive programs.
Books are specifically written for a customer or an
existing P/T publication can be customized, such as
having the cover art include custom imprint, messages
or slogans. Of special note are customized For
Dummies publications, which are in great demand by
corporations and organizations around the world that
want to leverage the power of this well known brand.

During the year, Wiley signed an agreement with TTE
Corporation, the manufacturer of RCA digital television
products, to publish HDTV For Dummies; launch a
“Digital TV Center” site featuring technical articles and
related information; and create a customized reference
and setup guide that will be packaged with select RCA
products.

Scientific, Technical, and Medical (STM):
%

Dollars in thousands 2005 2004 change
Revenue $190,515  $178,100 7%
Direct Contribution $88,899 $86,310 3%
Contribution Margin 46.7% 48.5%

Wiley's U.S. STM revenue increased 7% to $190.5
million in fiscal year 2005. Electronic journals, new
society publications and non-subscription revenue,
such as STM reference books, journal backfiles and
advertising sales, all contributed to the year-on-year
growth.

STM's direct contribution to profit for fiscal year 2005
was up 3% over prior year, reflecting the combined
effects of increased revenue and favorable product
mix, partially offset by costs associated with new
society journals. Contribution margin for the year
decreased 180 basis points to 46.7% principally due to
increased revenue from new professional society
journals and STM reference books. While society
journals generate margins that exceed the Company’s
consolidated margins, they are less than the margins
of wholly owned journals.

Globally, the STM business recorded strong growth, up
approximately 9% for the full year. Journals and



books, in print and online, contributed to year-on-year
growth. The global STM book program recorded its
sixth consecutive quarter of robust growth, especially
in Europe and Asia, resulting in an increase of 12% in
fiscal year 2005 over the previous year. It was also a
strong year for the electronic major reference work
program.

The Company’'s STM business continued its
transformation to digital access through Wiley
InterScience. Electronic journal subscriptions to Wiley
InterScience are principally soid through Enhanced
Access Licenses. One to three years in duration, these
licenses provide academic and corporate customers
with multi-site online access. In fiscal year 2005, STM
enjoyed healthy renewals of Enhanced Access
Licenses for Wiley InterScience.

More customers are also gaining access to Wiley
InterScience through Google and taking advantage of
alternative pricing programs such as Pay-Per-View and
the new, customer-driven pricing model for Wiley
InterScience Online Books. Reference linking
improvements, new marketing initiatives like Google
Adword, ISl alerts and Wiley InterScience feature
boxes and the addition of content, including new
society journals and backfile collections, also
contributed to access growth. As a result, usage
during the fourth quarter increased 23% over the third
quarter and 56% over the previous year's fourth
quarter.

Additional digitized journal backfiles were added to
Wiley InterScience through the launch of the Cell &
Developmental Biology, Analytical Science and
Neuroscience collections. The Company announced
its ambitious new program to digitize its entire historical
journal content, dating back to the 1800s. Wiley's
digitization of legacy content is designed to improve
the research pathway and ensure content discovery is
as seamless and efficient as possible. This initiative is
scheduled for completion in 2007,

Wiley continued to develop its journal and book
programs by forming partnerships with prominent
national, regional and international societies. In the
fourth quarter, the Company executed a multi-year co-
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publishing agreement with the American Institute of
Chemical Engineers. Earlier in the year, the Company
signed agreements with the Orthopaedic Research
Society and the Society of Hospital Medicine. The
American Society of Cytopathology adopted as its
official journal Cancer Cytopathology, which Wiley
publishes on behalf of the American Cancer Society.

Higher Education:
%
Dollars in thousands 2005 2004 change
Revenue $150,905 $152,861 1%
Direct Contribution $38,221 $41,749 -8%
Contribution Margin 25.3% 27.3%

Wiley’s U.S. Higher Education business closed out a
challenging year with revenue of $150.9 million, down
1% from the previous year. The decrease reflected
industry-wide price resistance among students and
continued softness in engineering, mathematics and
computer sciences, and was partially offset by
improved sales returns. Higher Education’s direct
contribution to profit in fiscal year 2005 was down 8%
from the previous year and contribution margin
decreased 200 basis points to 25.3%, reflecting the
top-line results, investments in new products, services
and business models, and inventory write-offs.

During the fourth quarter, Higher Education began to
roll out a strong frontlist for the coming academic year,
with a number of promising first editions, as well as
revisions of widely used titles. In addition, the number
of lower-cost textbooks being offered continues to
increase. Outside the States, more local adaptations
of U.S. textbooks are being published, primarily for
markets in Asia and the Middle East.

During fiscal year 2005, Higher Education signed a
multi-year publishing agreement with the National
Geographic Society (NGS), one of the world’s foremost
research and educational societies. Wiley will create
textbooks and digital tearning tools that will incorporate
maps, photographs, graphics, illustrations and videos
from the NGS’s vast library. During the first quarter,
Wiley renewed and expanded its agreement with Rand
McNally & Co. to be the exclusive distributor to the
higher education community of their Goode's World
Atlas. Other alliances formed during the year include




agreements with GlobalSpec to provide search
functionality to engineering students through
WileyPlus; OuterNet Publishing to co-develop lab
manuals for introductory biology textbooks; Tata, a
software developer in India, for licensing and selling
business simulations; Just Ask! to create customized
online solutions for several Wiley textbooks; and Aplia
to sell Besanko/Microeconomics 2e along with their
software product.

Europe:

%
Dollars in % exclud-
thousands 2005 2004 change ing FX
Revenue $268,857 $238,436 13% 8%
Direct
Contribution $86,226 $74,585 16% 1%
Contribution
Margin 321% 31.3%

Fiscal year 2005 was a strong year for Wiley's
European-based companies, with revenue for the year
advancing 13% over the prior year to $268.9 million, or
8% excluding foreign currency effects. Journals and
non-subscription revenue, such as STM reference
books and advertising sales, contributed to the year-
on-year growth. Indigenous and imported P/T titles
also performed well. Direct contribution to profit for the
year was up 16% over prior year or 11%, excluding
foreign currency effects, reflecting top-line growth and
favorable product mix.

Wiley’s success in Europe was widespread with nearly
all business categories growing strongly. Noteworthy
performances included the Cochrane Collaboration in
evidence-based medicine, the success of the U.K. For
Dummies program and the robust performance of the
STM book program.

Wiley continues to grow in Europe through an effective
combination of organic growth and acquisitions.
During the fourth quarter, the Company completed the
acquisition of London-based publisher of books and
journals for the Nursing, Speech and Language
Therapy and Audiology, Psychology and Special
Education markets. The acquisition brought to Wiley a
distinguished list of professional reference books, peer-
journals and textbooks. Acquisitions
completed in fiscal year 2005 also included

reviewed
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Microscopy and Analysis, a controlled circulation
journal; the life science reference portfolio of the
Nature Publishing Group; the book list of Professional
Engineering Publishing; the publishing program of the
Institute of Mechanical Engineers; and four journals
from Henry Stewart Publications.

Wiley signed an agreement during the fourth quarter
with the British Library for delivery of Wiley content
through their document delivery service. Earlier in the
year, the Company extended its publishing
partnerships with the Society of Chemical Industry and
the Cochrane Collaboration database. Closer
collaboration with the American Health Care
Journalists Society and the Centre for the
Advancement of Health has generated media exposure
for the database. Cooperative marketing initiatives
with a number of scholarly societies have also been
formed to promote other Wiley publications.

Wiley-VCH formed an alliance with the Shanghai
Institute of Organic Chemistry, a part of the Chinese
Academy of Sciences, to publish the Chinese Journal
of Chemistry, the Institute’s flagship journal. An
agreement was also signed during the third quarter
with the Securities Institute to publish a series of
introductory finance books, bringing to Wiley a new
source of authors and customers.

The power of the For Dummies brand in Europe was
evident throughout fiscal year 2005. More than one
million copies of Wi-Fi For Dummies, which was
custom published for Intel, were distributed to their
customers throughout the U.K. All visitors to the 2005
London Book Fair received a copy of the London Book
Fair Tips For Dummies, which was supported and
distributed by Reed Exhibitions. Over 160,000 copies
of French History for Dummies have been sold since
its publication.

Asia, Australia, and Canada:
%

Dollars in % exclud-
thousands 2005 2004 change  ing FX
Revenue $108,649 $98,986 10% 6%
Direct

Contribution $24,868 $22,218 12% 2%
Contribution

Margin 22.9% 22.4%



Wiley's revenue in Asia, Australia and Canada was up
a combined 10% to $108.6 million, or 6% excluding
foreign currency effects. Revenue growth in all regions
contributed to the improvement, particularly Asia,
which grew 11% for the year. Direct contribution to
profit in fiscal year 2005 increased 12% over the
previous Yyear, or 2% excluding foreign currency
effects. The Canadian and Australian companies
purchase certain products from other Wiley locations in
U.S. dollars while primarily selling in local currency,
thereby contributing to the more favorable results
including foreign currency effects.

Asia showed impressive revenue growth, particularly
during the second half of the year. STM books had an
excellent year, driven by strong library markets in India,
Taiwan, Japan and Korea, and increased research
funding in Malaysia and Thailand. P/T revenue was up
despite the challenging retail environment in many
Asian markets. Sales grew strongly in adoption, library
and corporate channels and in the business and
finance, culinary and hospitality and architecture
categories. Wiley Asia’s Higher Education business
picked up in the fourth quarter, mainly driven by strong
adoption sales in the sciences, mathematics and
engineering.

In Australia, the Higher Education and School
businesses both had a good year due to the strength of
local pubiishing, while P/T's performance was
disappointing, as a result of a challenging retail
environment. Wiley Australia was once again awarded
the Employer of Choice citation from the Federal
Government’s Equal Opportunity in the Workplace
Agency. Earlier in the year, the Australian Campus
Booksellers Association and the Australian Publishers
Association awarded Wiley Australia with Publisher of
the Year awards.

In Canada, P/T sales exceeded expectations as a
result of improved sell-through and lower returns at
certain retail, online and mass-market accounts. Solid
gains were realized in the For Dummies and STM book
programs. Higher Education had a difficult year in
Canada, reflecting similar concerns and conditions as
in the U.S.
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Liquidity and Capital Resources

The Company's cash and cash equivalents balance
was $60.8 million at the end of fiscal year 2006,
compared with $89.4 million a year earlier. Cash
provided by operating activities in fiscal year 2006 was
$242.6 million compared with $243.5 million in the prior
year.

Net income plus non-cash items improved $43.4
million to $245.3 million and was offset by lower cash
provided from working capital. Higher accounts
receivable, reflecting higher fourth quarter book sales;
increased inventory purchases; and higher income tax
payments, net of refunds were partially offset by higher
accounts and royalties payable, mainly due to business
growth and timing; and higher accrued liabilities.

Pension contributions in fiscal year 2006 were $7.0
million, compared to $16.6 million in the prior year.
The Company anticipates making pension
contributions in fiscal year 2007 of approximately $15
million.  Included within cash flow from deferred
subscription revenues is higher journal subscription
collections offset by a reduction of deferred revenue
reflecting the recognition of the prior year subscription
cash collections.

Cash used for investing activities for fiscal year 2006
was $113.6 million compared to $123.8 million in fiscal
year 2005. The Company invested $31.4 million in
acquisitions of publishing assets and rights compared
to $22.5 million in the prior year. The current year
acquisitions included the assets of Sybex Inc., a
publisher of computer books and software; and
InfoPOEM, Inc., a leading provider of evidence-based
medicine content; rights to publish the Journal of
Dialysis & Transplantation, a controlled circulation
renal care journal; and the newsletter publishing
division of Manisses Communications Group, a leading
publisher of mental health and addiction information.

Marketable Securities of $10 million were sold during
the year consisting of shares of variable rate securities
issued by closed-end funds.




An increase in cash used for product development was
partially offset by lower spending on property,
equipment and technology. Additions to property, plant
and equipment in fiscal years 2006 and 2005 are
principally computer hardware and software to support
customer products and improve productivity.

Cash used for financing activities was $157.3 million in
fiscal year 2006, as compared to $113.5 million in
fiscal year 2005. Cash was used primarily to purchase
treasury stock, repay debt and pay dividends to
shareholders.

On November 9, 2005, John Wiley and Sons, Inc.
entered into a new $300 million revolving credit
agreement with Bank of America as Administrative
Agent and 14 other lenders. The Company has the
option of borrowing at the following floating interest
rates: (i) at a rate based on the London Interbank
Offered Rate (LIBOR) plus an applicable margin
ranging from .37% to .825% depending on the
coverage ratio of debt to EBITDA; or (ii) at the higher of
(a) the Federal Funds Rate plus 1/2 of 1% and (b) the
rate of interest in effect for such day as publicly
announced from time to time by Bank of America as its
prime rate; and (iii) LIBOR plus or minus an amount
determined through a competitive bidding process
among the lenders. The maximum amount outstanding
at any time under option (iii) above cannot exceed $25
million. In addition, the Company will pay a facility fee
ranging from .08% to .175% on the facility depending
on the coverage ratio of debt to EBITDA. The
Company has the option to request an increase of up
to $100 million in the size of the facility in minimum
amounts of $25 million. The credit agreement contains
certain restrictive covenants similar to those in the
Company's prior credit agreements related to an
interest coverage ratio, funded debt levels, and
restricted payments, including a limit on dividends paid
and share repurchases. The credit agreement will
terminate on November 9, 2010. As of April 30, 2006,
$150.0 milion was outstanding under the new
agreement.

Simultaneous with the execution of this agreement, the
Company terminated its previous credit agreement and
paid in full the amounts outstanding under that
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agreement by utilizing funds from the new facility. In
connection with the early termination of the credit
agreement the Company wrote-off $0.5 million of
unamortized origination fees in the third quarter.

Borrowings this period, including those under the new
credit agreement were $303.8 million while payments,
including the paydown of the prior revolving credit and
term loan facility were $336.3 million. Included in this
activity is $50.0 million of borrowings under its former
revolving credit facility to repay $50.0 million of the
former outstanding term loan facility in advance of the
scheduled due date. During fiscal 2005 the Company’s
European subsidiaries entered into a multicurrency
revolving credit facility under which $46 million was
borrowed during fiscal 2005.

Current vyear financing activities included the
continuation of the Company's stock repurchase
program as approximately 2,787,000 shares were
repurchased at an average price of approximately
$39.06. On February 4, 2005 the Company
repurchased one million shares of its Class A stock at
a price of $32.45 per share from several entities
associated with the Bass group of Fort Worth, Texas.
The transaction was paid out of existing cash
balances.

The Company paid quarterly dividends of $0.09 per
share versus $0.075 per share in the prior year. Under
the current share repurchase program approved by the
Company’s Board of Directors in June of 2005, the
Company has authorization to purchase up to
approximately 2.1 million additional shares of its Class
A Common Stock as of April 30, 2006.

The Company’s operating cash flow is affected by the
seasonality of its U.S. Higher Education business and
receipts from its journal subscriptions. Journal receipts
occur primarily during November and December from
companies commonly referred to as journal
subscription agents. Reference is made to the Credit
Risk section, which follows, for a description of the
impact on the Company as it relates to journal agents’
financial position and liquidity. Sales in the U.S. higher
education market tend to be concentrated in June
through August, and again in November through



January. The Company normally requires increased
funds for working capital from May through September.
Subject to variations that may be caused by
fluctuations in inventory levels or in patterns of
customer payments, the Company's operating cash
flow is not expected to vary materially in the near term.

Working capital at April 30, 2006 was negative $35.8
million. Working capital is negative as a result of
including, in current liabilities, deferred revenue related
to journal subscriptions for which cash has been
received. This deferred revenue will be recognized into
income as the journals are shipped or made available
online to the customers over the term of the
subscription. Current liabilities as of April 30, 2006
include $143.9 million of such deferred subscription
revenue.

The Company has adequate cash and cash
equivalents available, as well as short-term lines of
credit to finance its short-term seasonal working capital
requirements. The Company does not have any off-
balance-sheet debt.

Projected product development and property,
equipment and technology capital spending for fiscal
year 2007 is forecast to be approximately $75 million
and $35 million, respectively. These investments will
be funded primarily from internal cash generation, the
liquidation of cash equivalents, and the use of short-
term lines of credit.

A summary of contractual obligations and commercial
commitments as of April 30, 2006 is as follows:

Dollars in millions Payments due by period

Contractual Within 2-3 4-5 After 5
Obligations Total Year1 Years Years Years
Total debt $160.5 $ - $10.5 $150.0 $

Non cancelable

Leases 185.6 27.4 50.8 417 75.7
Minimum royaity

obligations 51.6 7.9 15.7 12.7 15.3
Other long term

commitments 103 5.1 5.2 )

Total $418.0 $40.4 $82.2 $204.4 $91.0
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Market Risk

The Company is exposed to market risk primarily
related to interest rates, foreign exchange, and credit
risk. It is the Company's policy to monitor these
exposures and to use derivative financial investments
and/or insurance contracts from time to time to reduce
fluctuations in earnings and cash flows when it is
deemed appropriate to do so. The Company does not
use derivative financial instruments for trading or
speculative purposes.

Interest Rates:

The Company had $160.5 million of variable rate loans
outstanding at April 30, 2006, which approximated fair
value. The Company did not use any derivative
financial investments to manage this exposure. A
hypothetical 1% change in interest rates for this
variable rate debt would affect net income and cash
flow by approximately $1.1 million.

Foreign Exchange Rates:

The Company is exposed to foreign exchange
movements primarily in sterling, euros, Canadian and
Australian dollars, and certain Asian currencies. Under
certain circumstances, the Company may enter into
derivative financial instruments in the form of foreign
currency forward contracts as a hedge against specific
transactions, including inter-company purchases. The
Company does not use derivative financial instruments
for trading or speculative purposes.

During the first quarter of fiscal year 2004 the
Company entered into derivative contracts to hedge
potential foreign currency volatility on a portion of fiscal
year 2004 inventory purchases in Australia and
Canada. The contracts were designated as cash flow
hedges. All of the derivative foreign exchange
contracts settled during fiscal year 2004 resulting in a
pretax loss of approximately $300,000, which was
recognized in cost of sales as the related inventory
was sold. The Company did not enter into any other
derivative contracts.




Credit Risk:

The Company's business is not dependent upon a
single customer; however, the industry is concentrated
in national, regional, and online bookstore chains.
Although no one book customer accounts for more
than 7% of total consolidated revenue, the top 10 book
customers account for approximately 25% of total
consolidated revenue and approximately 46% of total
gross trade accounts receivable at April 30, 2006.

In the journal publishing business, subscriptions are
primarily sourced through journal subscription agents
who, acting as agents for library customers, facilitate
ordering by consolidating the  subscription
orders/bilings of each subscriber with various
publishers. Cash is generally collected in advance from
subscribers by the subscription agents and is remitted
to the journal publisher, including the Company,
generally prior to the commencement of the
subscriptions. Although at fiscal year-end the Company
had minimal credit risk exposure to these agents,
future calendar-year subscription receipts from these
agents are highly dependent on their financial condition
and liquidity. Subscription agents account for
approximately 17% of total consolidated revenue and
no one agent accounts for more than 7% of total
consolidated revenue. Insurance for these accounts is
not commercially feasible and/or available.

Critical Accounting Policies

The preparation of the Company'’s financial statements
in conformity with accounting principles generally
accepted in the U.S. requires management to make
estimates and assumptions that affect the reported
amount of assets and liabilities, disclosure of
contingent assets and liabilities at the date of the
financial statements, and reported amounts of revenue
and expenses during the reporting period.
Management continually evaluates the basis for its
estimates; however, actual results could differ from
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those estimates, which could affect the reported results
from operations.

Financial Reporting Release No. 60, released by the
Securities and Exchange Commission, requires all
companies to discuss critical accounting policies or
methods used in the preparation of financial
statements. Note 2 of the “ Notes to Consolidated
Financial Statements” includes a summary of the
significant accounting policies and methods used in
preparation of our Consolidated Financial Statements.
Set forth below is a discussion of the Company’s more
critical accounting policies and methods.

Revenue Recognition: In accordance with SEC Staff
Accounting Bulletin No. 104, “Revenue Recognition in
Financial Statements,” the Company recognizes
revenue when the following criteria are met: persuasive
evidence that an arrangement exists; delivery has
occurred or services have been rendered; the price to
the customer is fixed or determinable; and collectibility
is reasonably assured. If all of the above criteria have
been met, revenue is principally recognized upon
shipment of products or when services have been
rendered. Subscription revenue is generally collected
in advance, and is deferred and recognized as earned
whe